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A National Roster 


on your desk to enable you to get in immediate 
touch with members in any part of the country 
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It will assist you in 


COLLECTIONS LOCATING “SKIPS” 
GATHERING INFORMATION 


Every member should have one — The price is only one dollar 
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EDITORIAL 


DAVID J. WOODLOCK, Editor 


THE ‘‘CREDIT WORLD” 


It is a great satisfaction to receive letters from 
our members telling how much they appreciate 
the Credit World. We have tried hard to make 
this a useful and instructive magazine, and be- 
lieve that the articles on credit granting, the large 
number of reports of fraud and work of bad check 
operators makes our publication worth many 
times the membership fee to any credit man or 
retail merchant. Help us make it a bigger and 
better magazine by sending us an article for pub- 
lication. Tell your own experience to fellow 
members that they may profit thereby. 


AN APOLOGY TO THE CREDIT MEN 
OF SOUTH DAKOTA 


In the December Credit World we mentioned 
that North Dakota and Oklahoma had more 
tacks in our National Office map, indicating mem- 
bership, than any other States. This was an 
error, the item should have read SOUTH Dakota, 
and the editor wishes to express his regrets for 
the mistake. All of us who know the enthusiasm 
and energy of State Chairman Coogan, Director 
Larson and Mr. Berdahl, of SOUTH Dakota, 
knew that nothing short of a miracle could cause 
their sister State to go ahead of their records. 


OUR EMBLEM CUT 


Last month we received over one hundred re- 
quests from members for cuts of our emblem. 
It looks like we are beginning to realize the value 
of this insignia on our letterheads and statements. 
It conveys in a nice manner to the customer the 
fact that you expect prompt payments. The 
National Office can furnish these cuts to members 
at actual cost of fifty cents. Let us start a move- 
ment to get the cut on the stationery of every 
member. Think what it would mean. It would 
convey a silent message to those outside our 
ranks. 


LOCAL ASSOCIATION SECRETARIES 


We have reason to believe that many Local 
Association Secretaries do not read every item 
in the Credit World and check the warning notices 
with their records. You are not getting the best 
from this Association unless you do. If neces- 
sary, we will send you an extra copy of the Credit 
World, so you can have your assistant check it. 


MRS. HUDKINS HARISS 
AND DAUGHTERS 


The National Office is anxious to locate the 
above named lady and her three daughters. Said 
to have come here from Birmingham, England, 
and for a while were at the Savoy Hotel, New 
York; later heard of in Los Angeles. This is an 
extremely interesting matter and a large sum of 
money is involved. Members having any infor- 
mation will please advise the National Office 
at once. 


LOCATING SKIPS 


During the past two months the number of 
skips located through our ‘‘Addresses Wanted”’ 
column has increased from 10 per cent to 15 per 
cent. This service alone is worth the member- 
ship fee in our Association, and we can raise the 
percentage to 25 if every member will immedi- 
ately upon receipt of the Credit World look over 
the list of names and check it with his files. 





NOTICE 


Members who have had business transactions 
with the National Retail Merchants Protective 
and Co-operative Association, 468 Boyce Green- 
ley Building, Sioux Falls, S. Dak., or A. D. 
Rouselle, same address, are requested to advise 
the National Office. 


WARNING 

Members are warned against signing contracts 
with collection concerns whose reputation has 
not been established. Every month we hear of 
“fake’’ concerns with high sounding names who 
have not given value received for the money paid 
by members. Ask the National Office about 
these concerns before you sign a contract, and if 
you have had any experience with unreliable con- 
cerns of this kind, report same to the National 
Secretary, so he can warn others. 





CREDIT MEN URGE DRASTIC REVISION 
OF CORPORATE TAX 


Washington, Dec. 15.—Continuation of in- 
come tax on the progressive principle, repeal of 
the excess profits tax, and amendment of the law 
governing taxation of saved or invested income 
were urged before the Ways and Means Com- 
mittee by Roy G. Elliott, chairman of the com- 
mittee on Federal Taxation of the National Asso- 
ciation of Credit Men. 

Collection of taxes on corporate dividends at 
the source constitutes discrimination, Mr. Elliott 
asserted, and this provision of the law is one of 
the first which should be amended, he main- 
tained. 


ABOUT GIVING FULL INFORMATION 


The attention of the National Secretary has 
been called to the manner in which members 
communicate with one another; in sending warn- 
ing notices and in giving information they do 
not give full details, which is vitally necessary in 
retail transactions. 

As an example: The Cleveland Association is 
one of the best in our organization and receives 
thousands of inquiries, but they cannot be ex- 
pected to secure results when some member 
writes them to locate John Smith and gives no 
details. 

If you have the account on your books, you 
surely have some definite information, and it 
will help the other fellow if you give it all to him. 

This brings another thought. How many of 
you get full details when you open an account? 
You are not worthy the title of credit manager 
if you do not get the little details, as to relatives, 
lodges, church, society, etc., which are so easy 
to get when opening an account, and may mean 
dollars to you afterward. 
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NINETEEN-TWENTY-ONE 


ITH this issue of the Credit World we enter upon a 

New Year. Only the Master of the Universe knows 

what it hasin store forus. But this wedoknow: That 
if we step out from the crowd, Resolve to be a Successful Some- 
body, Have Faith in Ourselves, Truth our Guiding Star, Our 
Faces Forward, Our Aim Onward, Our Thoughts Upward; re- 
solved, to persevere even though it hurts, there is no human power 
that can prevent us from traveling the high road of success. 

The same truth which inspired our forefathers to write ‘All 
men were created free and equal’’ holds good today. Each has 
just as much right and just as great a chance to be at the head of 
the ladder of success as any other man. 


Let us resolve to become the biggest man in our community, 
the business builder of our firm, the best credit man in this organ- 
ization, and the way to do it is to cast aside all suspicion and 
jealousy which never helped any man. 

Associate with fellow retailers, exchange thought, combine 
our observations and reflections, assist each other, remembering 
that only by united effort can we hope to accomplish anything, 
either as individuals or collectively. Each depends upon the other. 
Today I require your help, tomorrow you may need mine, and a 
man shut up within the four walls of his office is doing no good 
for himself or his fellow man. Two good ways to acquire knowl- 
edge is by reading and conversation; therefore read the Credit 
World and converse with fellow credit men, encourage the organi- 
zation of Local Associations so you can meet at regular intervals. 
Again I say, step out from the crowd, be a doer, and you will amount 
to something, for the world has no time for a plodder. 


D. J. WoopLock. 








LOCAL ASSOCIATION ACTIVITY 


Kansas City, Mo., have planned an intensive Houston, Texas. Now that the date for our 





Membership Campaign, sending out a series of 
letters to prospects and following up with a 
personal call. 


Baltimore, Md. Mr. Hewitt advises Balti- 
more will show a large increase within the next 
sixty days. 

_ Cleveland, Ohio, will hold their annual meet- 
ing on February 18, and expect to start a mem- 
bership drive. 


Columbus, Ohio, is preparing for the State 
Conference on February 23rd. They expect 
credit men from all sections of the State. 


Spokane, Wash. Great enthusiasm is mani- 
fest because of the State Conference on February 
23rd-24th. Oregon, Idaho and Montana have 
also been invited. 


National Convention has been definitely set for 
August 16th-19th, all committees have started 
in to prepare for a big meeting. 

Los Angeles, Calif. The re-organization of the 
Local has been completed and boasts the best 
credit organization and exchange bureau in the 
country. 

Detroit, Mich. President Mathias and Secre- 
tary Sparks are putting new life into that hustling 
Association who entertained usso well last August. 

St. Louis, Mo. The membership drive was 
discontinued because of the Christmas holidays, 
and only part of the 500 new members were 
secured. 


Washington, D. C. Just re-organized, and 
expect an Association of 200 members within 
sixty days. 
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GOOD ADVICE 


Every credit manager should read the excellent 


article ‘“‘The Size of the Credit Man’s Job,” by 
Fred E. Kunkel, of Washington, D.C. It appears 
in this issue. 





HOUSTON 


The more we hear of Houston the 
more convinced we are that the Board 
of Directors used good judgment in 
selecting ‘‘the city of achievements”’ as 
the place for holding our 1921 Conven- 
tion. Members should begin now to 
make plans for attending what we ex- 
pect to be the largest, most instructive 
and most entertaining Convention in 
our history. 











FROM FORT SMITH BULLETIN 


A man giving his name as Carter S. Webster, 
C. S. Mebster, C. Sam Mebster, or possibly 
something else, is traveling through the southern 
states calling upon certain retail merchants, such 
as would be inclined to bid for the automobile 
tourist business. He is soliciting memberships 
in the League of America Motorists on payment 
of a membership fee of $12.00. Mr. Webster 
left Denver, Colo., December 19, 1919, with his 
wife and baby girl, in a new Nash seven-passenger 
touring car which is covered by a mortgage, and 
has not made a remittance to the office since he 
left. Last March, The League of American 
Motorists corporation failed in business, and 
whatever money he has since collected and what- 
ever promises he has since made are made under 
false pretenses and misrepresentations. 


He is a stout built man, about 5 feet 11 inches 
tall; weighs about 200 pounds; is dark com- 
plexioned, having brown eyes and hair, which 
is beginning to turn gray; is about 40 years old, 
and has a Chinaman’s hue, countenance and skin. 





GOOD WORK IN WASHINGTON 


The Collection Agencies of the State of Wash- 
ington, on December 14th, 1920, formed an or- 
ganization known as The Collection Agencies 
Association of Washington. Similar organiza- 
tions have been formed in California and Oregon 
and have proven a great success. 


The organization, through Mr. A. R. Phillips 
as president and Jno. N. Diamond as secretary 
and treasurer, is endeavoring to have passed at 
the coming session of the legislature, a bill bond- 
ing and licensing all collection agencies operating 
in this State. The bond will be in the sum of 
five thousand dollars ($5,000.00). 


The press has unanimously endorsed this move- 
ment, as has also the Chamber of Commerce, 
Allied Clubs, Bar Association, etc. 

This bill is certainly a needed legislation and 
will be the means of placing the collection busi- 
ness upon a better basis and higher standard. 


ACTIVITIES IN KANSAS CITY 


The Kansas City Association has sent a letter to 
every retail merchant in that city, asking the follow- 
ing questions. We would like to repeat them to 
every merchant in the country: 


Do You Know—that the Retail Credit Men’s 
National Association now numbers more than 
10,000 members? 

Do You Know—that each one of these mem- 
bers represents a retail firm in the United States 
that is doing a credit business? 

Do You Know—that this organization will 
eventually have one hundred thousand members? 

Do You Know—that this is the only organiza- 
tion in the United States that is working in the 
interest of the retail merchant and for the im- 
provement of retail credit conditions? 

Do You Know—that nearly one hundred men 
and women credit granters representing as many 
houses in Kansas City are now members of the 
Associated Retail Credit Men of K. C., which is 
a part of the National Association. 

Do You Know—that this association is work- 
ing night and day to improve retail credit con- 
ditions in this city, and also to improve its mem- 
bers individually as credit men and women? 

Do You KNow—that you as store owners reap 
the benefits of this association’s many activities? 

Do You Know—that you can help this organ- 
ization and yourself by encouraging your credit 
manager to belong and take an active part? 

Do You KNow—that many credit men and 
women do not attend the meetings because their 
firms will not allow them their expenses? 

Do You Know—that the regular attendance 
of your credit manager at the meetings will make 
him much more valuable to you? 

Do You Know—that three-fourths of the time 
taken up by the meetings is yuor credit manager’s 
OWN time? 

Do You Know—that if your credit manager is 
competent to successfully manage a very impor- 
tant end of your business that he must be a 
student of finance and that you should lend him 
your assistance? 

Do You Know—that a well-managed credit 
office is an asset to your business? 

Don’t You KNow—that you should lend this 
Association your moral and financial support? 














QUINCY, ILLINOIS, HAS AN EXCELLENT 
LOCAL ASSOCIATION 


Within ninety days the credit men and retail 
merchants of Quincy have organized an excellent 
retail credit association, under the title ‘Retail 


Merchants Association and Associated Credit 
Men of Quincy,” and have seventy-seven 
members. 


The have just started a series of half-page 
advertisements in the daily papers setting forth 
the reasons for organization and the fact they 
expect ‘Prompt Payments of Accounts.” 

Each member is encouraged to use our Na- 
tional Emblem on his invoices and letterheads. 

This progressive city has an organization of live 
retail merchants who thoroughly believe in co- 
operation on credit matters. 


ROSTER 
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“Keeping Up With 
the Jones’”’ 


REDIT Managers know that customers are 

made up from all kinds of payers. And a 
good many also know that an Elliott-Fisher 
System helps keep accounts in one class—the 
prompt payment class. 


You can tell the extravagant customers from 
the wise ones both by the record of payments 
and by the itemized details. 


With an Elliott-Fisher System you get both 
accurate credit information and correct book- 
keeping at one and the same time and operation. 
The work is proved as it is done. 


Posting, statement writing, and proof sheet 
plus any required number of carbons are made by 
the one action. 


Statements are available for prompt First of 
Month Mailing—every detail of the business is at 
your daily, hourly call and at a minimum over- 
head cost. Let us tell you how Elliott-Fisher 
Systems are helping many credit men. 


ELLIOTT-FISHER COMPANY 
HARRISBURG, PA. 


BRANCHES IN OVER 100 CITIES 


Elliott-Fisher 


Flat-Bed System of Accounting - Bookkeeping -Billing-Recording 
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FROM THE CHICKASHA BULLETIN 


Bad Checks 


In spite of warnings and precautions, bad 
checks will be cashed; however, we intend to put 
the lid on at once. It has been suggested that we 
offer a reward of $250.00 for the arrest and con- 
viction of each man who passes bad checks; have 
a sign printed in each store to this effect. The 
Oklahoma State Retail Merchants Association, 
through the legislative branch, intend to have a 
better bad check law passed at the coming legis- 
lature. 


OMAHA HAS A LIVE ASSOCIATION 


On November 2lst, the Associated Retail 
Credit Bureau and Credit Men launched a mem- 
bership campaign. They desire to obtain the 
co-operation of 1000 business and professional 
men. 

The Associated Retail Credit Bureau and 
Credit Men will hold their first meeting, since the 
membership campaign started, on Tuesday 
evening, at which time the different committees 
will make their reports. So far no reports have 
been received from committees, but over fifteen 
individuals have reported in the signing up of 
new members for the campaign of education 
which will result in ‘‘Building up Omaha” upon 
a firm financial foundation. 

Mr. E. H. Ward, president of the credit men’s 
organization and also chairman of the National 
Legislative Committee, being asked the question 
how do you expect to build up Omaha through 
an organization of credit men, answered: 

“The Associated Retail Credit Bureau and 
Credit Men is an organization whose membership 
represents the credit and bookkeeping depart- 
ments of all lines of business—bankers, manu- 
facturers, wholesalers, jobbers, retailers, grocers, 
real estate men; also there are represented in its 
membership, physicians, dentists and lawyers. 

“The primary object of the organization is 
‘protection.’ This ‘protection’ is extended not 
only to the business and professional men in its 
membership, but the protection goes much fur- 
ther. It protects the consuming public in vari- 
ous ways.” 

“In the first place, the method pursued is such 
that the customer or buyer has at all times 
within his power to either create a very good or 
a very poor rating. The organization, through 
its governing board, have in hundreds of instances 
been able, by co-operating with the individual, to 
build up from a very poor credit standing a 
former credit customer, to a credit rating such 
as any man or firm would be proud of.” 

“Credit is a word that is much used and is the 
theme most discussed by not only the business, 
but the news press of the world.” 

“Credit is the greatest asset in the world.” 

“It is so delicate that it is liable to change at 
any moment.” 

“It is something that should be watched over 
by every man and woman with the utmost care.” 

“The business of the world depends more upon 
credit than all things else.”’ 

“It is THE THING that makes the world go 
round.”’ 

“It is estimated that 90% of the world’s busi- 
ness is done on credit.’ 








“During these times of reconstruction and re- 
adjustment each and every individual should 
study credit. It is the aim of our organization to 
do all they can to educate the individual buyer 
up to a realization of the advantages, and also 
of the dangers that prevail wherever credit is 
concerned. It is the aim of our organization to 
‘Build up Omaha’ by building up in the minds 
of all Omahans the great advantage it is to the 
individual to have a good credit standing. We 
realize that the only way to effectively accom- 
plish the education of individuals is by complete 
co-operation between all firms that may grant 
credit. It may surprise some when we say that 
this matter of education as to the value of a 
good credit standing can not only be used for the 
benefit of the individual, but a good many firms 
may be benefited through our campaign of edu- 
cation. 

“For the information of the smaller business 
concerns, Mr. Ward makes the statement that 
the Associated Retail Credit Bureau and Credit 
Men has been organized with the idea of SERVICE 
AND NOT Profit. The only profit expected or 
desired is the profit that service rightfully per- 
formed gives. 

“Further, he wishes the business interests of 
Omaha to understand that admittance to mem- 
bership in the Association does not in any man- 
ner call for a payment of dues. The only cost to 
the members is the cost for service, and this cost 
is placed at such a small figure that ALL THOUGHT 
OF PROFIT has been eliminated. 

“‘*Build up Omaha’ is synonymous with ‘On- 
ward Omaha.’ Neither one of the slogans can 
be forsaken and accomplish the ends aimed at by 
the other, therefore the Associated Retail Credit 
Men and Credit Women invite all business 
houses, be they great or small, all professional 
men, especially do they invite the co-operation of 
all retailers, to join in the ‘Onward Omaha,’ 
‘Build up Omaha’ movement through the ac- 
tivities of their credit and bookkeeping depart- 
ments.”’ 





SECRETARY WILLIAMS, OF SHAWNEE, 
OKLA., HAS HAD HIS MEMBERS 
SIGN THIS RESOLUTION 


Resolved, that on and after January Ist, 1921, 
I, or we, will not cash any stranger’s checks who 
cannot properly identify themselves; that we 
will not take any more chances on a strangers 
check than we would any of our banks. And I, 
or we, further resolve, that we will not take on 
any stranger’s credit account until I have first 
found out through our Association that they are 
worthy and good. I, or we, also further resolve, 
that when I, or we, cut a person off of our credit 
account for non-payment of accounts, that I, or 
we, will immediately notify the Secretary of our 
Association, so he can properly protect my 
neighbors should they apply for credit from them. 





SPECIAL INFORMATION 
AT NATIONAL OFFICE 


Mr. Louis G. Smith or Mrs. Vava Paupin 
Smith, formerly of Darien, Conn., or 103 Park 
Ave., New York, also Buffalo, N. Y. 
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Through the NEW YEAR with 
INDEX VISIBLE 


VERY retail store from Maine to California realizes the necessity 

of increasing the efficiency of its help, speeding up service, and 

making every dollar of invested capital work and not loaf. The 
nickel and dime leaks in the dollar of overhead must be cut out. 


INDEX VISIBLE 


Card Record Systems 


have been found indispensable to 
department stores and other retail 
establishments. For speeding up 
credit authorization, deliveries, ad- 
justments, and for keeping in- 
stantly accessible, accurate, com- 
plete and up-to-the-minute mer- 
chandise quotation and cost records, 
sales records, personnel and payroll 
records, mailing lists, etc., this 
modern and economical visible card 
system is of the utmost value. 


Provide now for the use in your 
business of this faithful servant of 
efficiency and enemy of waste. Send 
us the card form you are now using 
for any of the purposes stated above, 
or for any other use in which you 
are interested, and our service ex- 
perts will be glad to show you how 
Index Visible can meet your needs 
and become a real factor in reducing 
costs and improving service. 

Our literature will interest you. 
Address sales office if we have one 
near you, otherwise the home office. 


NOTE—Prominent department stores now using Index Visible include: 
John Wanamaker; Marshall Field & Co.; Stern Brothers; Shepard-Norwell 
Co.; Kaufmann’s; Carson, Pirie, Scott & Co. 





INDEX VISIBLE, INC., 


New York Boston 
Philadelphia Pittsburgh 
Minneapolis 

















New Haven, Conn. 


Buffalo Cleveland 
Detroit Chicago 
Washington 
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CONSTRUCTIVE CREDIT GRANTING 


By L. M. Crosthwaite, Credit Manager for 
Barker Bros., of Los Angeles. 


Barker Bros., Inc., of Los Angeles, is said to 
be the largest exclusive furniture store in the 
United States, and the following comments by 
Mr. Crosthwaite are of unusual interest. He 
brings to us that wide vision which is fast be- 
coming a characteristic of the successful Credit 
Man of tuday—he emphasizes the importance of 
being “human” and “friendly” and points out 
many other things which we can all read with 
profit. 

The basis of the following remarks is that the 
biggest thing in credits is the selling angle and 
the biggest thing in selling is the credit founda- 
tion; that these two principles are inseparable be- 
cause the commerce of the world is made possible 
through the operation of credits. Credit is the 
big factor that brings comfort and contentment 
into the home, enabling humanity to realize its 
ultimate aims while striving toward them. The 
Credit Department directing its efforts in the 
proper channels turns credits into a constructive 
force for larger and better business instead of 
being a negative force, and assumes the most 
important position and becomes a potent factor 
in the expansion of any organization. 

Compilation of statistics indicate that 99% of 
people are honest and it is but 1% who, though 
they are not dishonest are either unfortunate or 
overoptimistic. The well-balanced Credit and 
Collection Department does not allow the mis- 
fortune of the 1% to distort its vision in dealing 
with and properly serving the other 99%. 

A great deal of time and thought have been 
devoted to the clerical details of credit and col- 
lection systems and granting that an efficient and 
automatic procedure is necessary in handling 
successfully a large volume of business covering 
many thousand active accounts, it is not the most 
important or vital feature in the success or failure 
of a Collection Department. Collections deal 
not only with dollars and cents but with human 
nature as well, so consequently without sacrificing 
the biggest asset of any firm which is — the 
friendship and respect of its customers. 

The old saying ‘‘that in order to have a friend 
you must be one”’ is fully exemplified in the policy 
of Barker Bros., and its resulting effects are 
shown in the extremely low percentage of loss in 
their collections. It is a common occurrence for 
customers to advise us, of their own volition and 
out of friendship for the firm, of neighbors who 
may be seeking to take advantage in such mat- 
ters as selling goods which have been delivered 
under lease contract, or moving the goods out 
of the city without the necessary consent, etc. 

The foregoing remarks should not leave the 
impression that any slip-shod or slack methods 
that would tend to inflated and delinquent ac- 
counts, should be countenanced, but experience 
has taught us that by following the policy of dis- 
tinct understandings at the time of purchase, and 
a close check of the accounts so that delinquents 
are called to the attention of the customer 
promptly and a liberal policy in the granting of 
extensions when conditions warrant, will keep 
collections in a healthy state. 

In times past the science of credit was based 
and decided upon individual honesty or personal 


acquaintance so that any sales division formerly 
would consider it embarrassing as well as insult- 
ing to ask a person soliciting to call at the Credit 
Office and arrange terms on a definite business 
basis—but credit in all its forms is dignified as 
well as universal and terms are as fundamental 
a part of the sale as price. 

Although credit men as a class are in some in- 
stances considered narrow, yet it must be ad- 
mitted that in their profession they show an es- 
pecially broad policy and a great deal of business 
sagacity by close co-operation and association 
with their competitors. 

The result of the close association between in- 
dividual credit men is reflected in the high ef- 
ficiency of local rating bureaus owned and oper- 
ated by the merchants themselves. The agencies 
throughout the country are, in turn, in close 
touch with each other, thus preventing debtors 
playing one creditor against another. The credit 
man realizes that it is poor business for the firm 
he represents to take the bad, doubtful or slow 
risks of his competitor and by acting in unison in 
dealing with debtors of this nature, the interest 
of the firm is protected. 

This has placed the credit departments in the 
position to educate the individual credit trade 
and show them that it is to the customer’s own 
advantage to arrange their accounts by sub- 
mitting proper references, make prompt settle- 
ments, etc., thus standardizing credit procedure. 
For this reason, the ordinary customer expects to 
call at the credit office and make definite arrange- 
ments for an accommodation of this nature. 

The close co-operation between credit men of 
competing firms has been one of the most potent 
factors in reducing credit losses to an absolute 
minimum. With facilities at the command of the 
credit man, the antecedents which is the most 
important of all matters, is given careful scrutiny 
and a man who is entitled to credit accommoda- 
tion obtains it upon his merits and not as a 
matter of charity. 

The selling organizations of large institutions 
have come to appreciate that a credit and collec- 
tion department handled from a selling angle has 
a stimulating effect on sales by keeping the ac- 
counts from becoming delinquent. This is the 
surest way to retain the friendship as well as the 
patronage of customers. The minute that an ac- 
count becomes delinquent the customer gener- 
ally quits buying, but as long as their account 
is up to date, they feel free to incur further 
obligations through new purchases. 

Although a credit department comes into con- 
tact more or less closely with details these should 
not be allowed to become paramount and fog the 
vision or the aim, that is—the ability to make 
new friends by promotion of new accounts and 
keeping and cementing friendships of customers 
already on the books. 

In the organization of Barker Bros. the depart- 
ment lines have been eliminated as far as possi- 
ble, thus resulting in the full co-operation of the 
selling division and credit division. In fact, one 
of the most gratifying results of this nature was 
obtained by the entire consolidation of the col- 
lection department and outside salesmen. The 
salesmen approach a customer, even though he 
be delinquent, in an entirely different attitude 
than the ordinary collector, and we have evi- 
dences that this has tended to a stimulation of 
collections and increase of sales. It also prevents 
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salesmen from soliciting accounts which they 
know to be undesirable because of slow paying 
habits knowing that they will be responsible for 
the collection. 

Some credit men are prone to concentrate their 
efforts to reduce the amount of profit and loss 
accounts, and spend their time and energy in 
debating whether a mercantile report, upon 
which may rest the profit and loss of thousands 
of dollars, should be purchased at the price of 
75c or $1.50 or some trivial detail when as a mat- 
ter of fact a normal amount of bad accounts 
should be and are chargeable to the organization 
as a direct selling and advertising expense be- 
cause in order to reduce the loss of accounts one- 
half of the normal per cent, the firm may be the 
loser through this policy of a great many thou- 
sands of dollars worth of good business. 

When credit men as a class develop the selling 
ability to the extent of selling the idea to the 
firm with which they ‘are identified that they 
really are doing work of a constructive nature 
rather than that of being a check on the expan- 
sion of business—when they demonstrate the fact 
that they have the ability and facilities for going 
out and obtaining new customers and choosing 
them from a field that is absolutely financially 
responsible, then the prestige of the average 
credit man will be enhanced. 

Upon the ability of the credit grantors in a 
community to maintain a broad and steady 
vision, whether they are bankers, wholesalers, 
retailers, contractors, etc., depends the prosperity 
and advancement of the territory in which they 
operate. 

Let us then as credit men be creators as well as 
stabilizers of business, keeping in mind that to 
understand and have faith in human nature—to 
be tolerant in every day business—gives us an 
exceptional opportunity of serving our fellow 
men. 

Let us remember that credit is not based upon 
legal technicality and precedent but rather on 
common sense, confidence and justice. With so 
potent, although intangible force at our com- 
mand, it is our privilege to make possible better 
homes, which, after all, are the axis around which 
all human affairs revolve. 

No credit or collection man can fail to get some 
good out of what Mr. Crosthwaite has written— 
it appeals to me as being a remarkable exposition 
of what present day methods in credit granting 
should be—I particularly like the emphasis placed 
upon the fact that it pays to be “human” and by 
reading between the lines we may see that Mr. 
Crosthwaite really believes in that policy—it is 
not something which has been assumed because 
of a house policy but something which is within 
himself. What he has written will bear re- 
reading several times. We appreciate the time 
and effort given by him in preparing the article 
and I am sure every reader will profit by the views 
which have been so ably expressed. 





FROM CUSHING, OKLA. 


_W. Hannah, driller, left Cushing, Thursday 
night, for Tulsa, after putting out over one hun- 
dred dollars in bad checks. He is 6 feet tall, 
weighs about 200 pounds, has black hair and 
dark eyes; carries a dark brown leather hand bag 
with double grip; accompanied by a woman. 





IT IS SAFER TO COLLECT BY MAIL 


The following is a letter received not long ago 
and it is a mighty strong argument for “‘direct- 
by-mail” collection methods: 


Oct. 15, 1920. 
Dear Sirs: 

I am taking the liberty of meeting this bill 
personally, as I would very much dislike to 
have a collector call personally as the last 
one suffered so terrible from the beating my 
husband gave him—he was in the hospital 
for over three weeks, expenses paid by the 
company for which he collected. 

Kindly favor me with receipt in full by re- 
turn mail. Yours truly, 

Mrs. ROBERTS. 
She got the receipt without any delay. 

This letter was in answer to the following 
form letter sent out, and it seemed to fit the 
case pretty well. 

Dear Customer: 

You have heard the old saying that “No- 
body Loves a Fat Man,”’ but it isn’t true, 
is it? The majority of fat men are full of fun 
and we do like them. 

Nearly everyone will agree, however, that 
“‘Nobody Loves a Collector.’”’ They always 
show up at an inconvenient time and as a 
general thing are very much of a nuisance. 

Just for that reason we do practically all 
of our collecting by mail—only in extreme 
cases do we employ an outside collector. 
Our customers appreciate the fact that it is 
far more convenient to pay by mail than to 
have a collector call. 

Will you co-operate with us in maintaining 
this system by remitting promptly every 
month—your account is now slightly past 
due and you are asked to bring it up to date 
during the next few days. 


Yours very truly, 





In a recent letter received from Watkins & Co. 
of Wheeling, W. Va., Mr. J. W. White, Credit 
Manager, has the following interesting comments 
to make on the proposition of weekly, bi-monthly 
or monthly payments: 

His comment is “‘that the terms on accounts 
ought to be made to coincide as nearly as possible 
with the dates on which the customer gets paid. 
In an industrial center like Wheeling, the prin- 
cipal industries of which are steel, coal and glass, 
the pay days of the workmen come approxi- 
mately every two weeks or twice a month.’’ He 
suggests ‘‘that the terms on the accounts of these 
workmen be made to coincide with the dates on 
which they get paid either every two weeks or 
twice a month. We very seldom make weekly 
terms any more on account of the fact that it 
takes more work to post weekly payments of 
$1.00 than to post bi-monthly payments of $2.00, 
but we make very few terms of monthly pay- 
ments.” 

He suggests secondly ‘‘that since a great many 
customers deal with other credit stores and the 
first collector to call after pay day generally gets 
the best payment on account, is another reason 
why the customer’s payments should be made to 
follow the pay day.”’ 
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SPOKANE CONFERENCE 
FEBRUARY 23 AND 24 


All arrangements have been made for the State 
Conference at Spokane, Wash., February 23rd 
and 24th. The morning of the 23rd will be taken 
up with getting acquainted, and the regular 
weekly luncheon will take place at noon. There 
will be two set speeches for the afternoon, and 
practically all of the twenty-four will be given 
over to open forum and quiz. Frank Shockley 
will conduct the quiz. 


DULUTH HAS 100% ATTENDANCE AT 
DECEMBER MEETING 


This meeting was in the form of an annual 
Christmas get-together meeting, a custom which 
was established about three years ago. 

The meeting was called for 6:30 P. M. at the 
Spaulding Hotel. 

The members and their friends enjoyed a real 
turkey dinner. 

President W. B. Brinkman called the meeting 
to order at 7:30 p. m., announcing the usual in- 
troduction, beginning with the chairman; each 
member and friend would introduce the one next 
on their left. 

Roll Call. The records indicated sixty-seven 
members and fourteen guests, a total of eighty- 
one in attendance. This marks the first 100% 
attendance meeting for the Associated Retail 
Credit Men of Duluth. 

President Brinkman announced that by re- 
quest the regular order of business would be dis- 
pensed with, excepting one important committee 
report. 

Swan G. Nelson, Chairman of the Vigilence 
Committee, reported that several check artists 
had been apprehended during the past sixty days, 
and numerous detailed records and reports had 
been gathered on other cases wherein the guilty 
persons were not apprehended. Mr. Nelson re- 
ported very successful work for his committee, 
and that the organization doing this special work 
were in better shape to serve the business in- 
terests and save them considerable loss through 
fraudulent checks, etc., providing all cases are 
promptly reported. 

President Brinkman announced that he would 
turn the meeting over to Allen J. Butchard, who 
was Chairman of the Xmas Meeting Committee. 

Mr. Butchard announced that the Committee 
had put in considerable time in arranging the 
beautiful Xmas tree, which was displayed at the 
meeting, and through the courtesy of the retail 
merchants the committee were assisted in pro- 
curing a Xmas present for every member and 
guest. These presents were to be distributed on 
a lottery plan. Every member was given a card 
which was numbered. The prizes were dis- 
tributed according to a list and the numbers 
were drawn from a Keno bottle. The prizes 
varied in merchandise values from $1.00 to $5.00 
each. 

William Busselman, of Bayha & Co., attired 
in the Santa Claus costume, distributed the 
presents as the lucky numbers were drawn. 

A unanimous rising vote of thanks was cheer- 
fully extended to all the retail stores who as- 
sisted in making the Christmas meeting so 
successful. : 

Tke meeting was closed in singing patriotic 
and popular songs. 





FROM PUEBLO 





Warning—Bogus Check Artist 


A good talker, well dressed individual, wearing 
the garb of an Episcopal minister, about 35 years 
old, weight 155 pounds, 5 feet 9 inches, smooth 
face, rather dark; using check of the Harris Trust 
& Savings Bank of Chicago and drawn against 
the National Bank of Commerce, New York: 
made payable to and claimed to be Edgar H. 
Pettingell; check signed, R. J. Forgan, Cashier. 
Uses check protector and regular bank or check 
proof paper. If you know anything of this party, 
notify National Office at once. 





WATCH YOUR FIVE DOLLAR BILLS 


The following warning and description of new 
five dollar counterfeit bills now in circulation has 
been issued by the Federal Reserve Bank of New 
York: 

“On the Federal Reserve Bank of Chicago: 
check letter ‘D’; face plate No. 143; W. G. Mce- 
Adoo, Secretary of the Treasury; John Burke, 
Treasurer of the United States; portrait of Lin- 
coln. 

“This counterfeit is printed from photo-me- 
chanical plates of poor workmanship, on fair 
quality of paper, without silk threads or imita- 
tion of them. The number of the specimen at 
hand is G3061324A. The figures of this number 
are larger than the genuine, and more widely 
separated. The portrait of Lincoln is much 
darker than the genuine. The seal is green, in- 
stead of blue. The back of the note is more de- 
ceptive than the face.” 





FROM DENVER 


A. B. Radison, trading as the “‘Radison Sales 
Co.,”’ has not as yet been apprehended. 

Under date of October 28th, we sent out the 
following warning: 

“Look out for crook, said to be A. B. Radison, 
using style ‘“‘Radison Sales Co.,’’ claiming to 
represent the Sanichew Gum Co., of Chicago. 
He has issued numerous short checks in Denver. 
He orders goods sent to his office C. O. D., and 
gives a worthless check in settlement. He 
worked Denver the week of October 18th; 
opened a small stall in a public market, made a 
big pretense at being an important business 
man, etc. 

Description: About 35 to 40 years of age, well 
dressed, inclined to be slender, has a woman 
companion with him. If you hear of him, wire 
this office; the Burlew Detective Service, and the 
Denver Police Department.”’ 


FROM TULSA 


H. C. Horton, forger, wanted at Arapaho, 
Okla.; age 41 or 42 years, height about 6 feet, 
weight about 160 pounds, dark hair, skin on face 
looks pale or bleached; neat dresser; claimed to 
be rig builder for Texas Oil Co. Uses blank 
checks on different banks and has signed Texas 
Oil Co., by G. D. Green; payable to H. C. Horton 
and H. C. Haines. On State Guarantee Bank, 
Weatherford, Okla., and a bank at Little Rock, 
Ark. $25.00 reward will be paid for his delivery 
to Sheriff of Arapaho in any jail in the United 
States. Arrest and wire at once, collect. 
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FROM DENVER 


Warning 


Please be on the look-out for an individual 
known in Denver as Charles M. Stone, and who 
was trading in Denver as the Stone Chemical 
Manufacturing Co. This party came to Denver 
sometime in July, rented a small building at 1301 
W. Walnut Street, and had the name of the 
“Stone Chemical Manufacturing Co.” painted 
on the windows and upper part of the building. 
His trade mark is a large, rough ashler, with 
the word “‘Stone’”’ written across its face. 

This party, while in Denver, claimed to be 
manufacturing mechanic’s soap, varnish, shoe 
stains, dyes, etc. He installed certain machinery, 
and bought certain chemicals, which, to all in- 
tent and purposes, were to be used in connection 
with his business. The strange part of it is he 
purchased as high as $1,000 from a certain con- 
cern, and discounted. All of his transactions, in 
connection with the Chemical business, were on 
a very satisfactory basis; Stone discounting in 
every instance. 

He ran along this way from about August Ist, 
until November 15th, discounting every pur- 
chase. It seems, however, that this gentleman 
has a side line. About the 8th of November he 
wrote letters out to numerous jewelry stores, 
and department stores, stating that he was to be 
married at an early date, and, in all probability, 
he would like to take advantage of charge ac- 
counts. He suggested that the merchants look 
him up in Dun’s and Bradstreet’s, and also gave 
two banks as references. The merchants inquired 
of us to make an investigation, and by a personal 
call at Stone’s place of business, we obtained a 
statement, showing substantial assets and prac- 
tically no liabilities. We checked the matter up 
with the bank, and found the bank’s information 
was substantially the same as ours. We checked 
the matter up with Dun’s and Bradstreet’s, and 
found they also had received substantial informa- 
tion, and were giving Mr. Stone a very sub- 
stantial rating up to about $20,000.00. Every- 
thing looked absolutely regular. 

He was conducting a regular place of business, 
kept a regular set of books, employed a book- 
keeper, etc. There was nothing on the surface 
to indicate that he, appareritly, was a swindler. 
The last three weeks, however, it seems that he 
went around among several of the wholesale 
jewelry concerns of Denver, informed them that 
he was selling jewelry as a side line, had numer- 
ous men out on the road, etc., and on the strength 
of his very substantial rating and good paying 
habits succeeded in obtaining a considerable 
amount of jewelry. He also visited two retail 
jewelry establishments, and bought handsome 
tings for his bride-to-be, To cap the climax, it 
seems that he had been keeping company in 
Denver for six months with a very prominent 
young lady, and was engaged to marry her this 
coming January. It is needless to state the 
young lady did not receive the rings, and up to 
this time the young lady does not know where 
Mr. Stone has gone. 

_ His creditors, however, are more particularly 
imterested in locating him. We do not know 
where he went to from Denver. We imagine, 
however, that he headed for the west coast. He, 
no doubt, had considerable money when he left 


here. He is a very large man, is a Jew, well 
educated, has a slight jewish accent, and comes 
from New York City, originally. This man is a 
very shrewd operator. He laid his plans well 
ahead, and, apparently is so used to swindling 
people that it comes as a second nature with 
him. He, no doubt, will resume business in some 
other community at an early date. We do not 
know what his line will be. It is possible he will 
attempt to open a retail jewelry establishment. 
He certainly obtained enough jewelry out of 
Denver to open business on a small basis. 

If this party should show up in your com- 
munity, please wire this office immediately, giv- 
ing us details, etc., as we are indeed anxious to 
get a hold of him. We have just two retail mem- 
bers interested, but several wholesale members 
are interested very substantially. 





McCREERY CREDIT DEPARTMENT 
USES NEW FORM OF BILL 


A new form of bill has been installed in the 
credit department of James McCreery & Co. 
The back of the bill contains a list of all the de- 
partments in the store, their numbers, and also 
the floors on which they are located. This bill is 
expected to act as a reference guide to customers 
in checking up their charge accounts. 

In the past it was found at the store that con- 
siderable trouble was experienced, because pa- 
trons, not being familiar with new merchandise 
names, marked uncertain items as incorrect 
charges. This marking by customers of errors 
which are in many cases not errors at all, has en- 
tailed a great deal of unnecessary work in the 
department in checking back the items. 





YOUNGSTOWN CREDIT ASSOCIATION 
MEMBERS HOLD ANNUAL BANQUET 


Members of the Youngstown Retail Credit Asso- 
ciation held their annual banquet in Masonic 
Temple here. The program included addresses 
by Judge George W. Gessner, Judge W. P. 
Barnum, Superintendent of Schools, O. L. Reed 
and O. W. Chaffee. The latter’s address was 
“Granting Credit.’”’ Judge Barnum’s subject was 
“Legal Aspects of the Credit Question.”’ 


BRETT, OF LOS ANGELES, SAYS: 


“A primary fact which many of our members 
fail to grasp is that success in credit granting is 
founded upon avoidance of repeating error 
rather than recoupment of the benefits which are 
wholly or partially lost through an error already 
committed. 

“Your greatest showing is not made through 
the percentage of bad accounts which you are 
able to save, but through the percentage of bad 
accounts which you are able to avoid. 

“To avoid you must know; to know you must 
have facilities for gathering the information; to 
have such facilities you must support them. 

“The Association will enable you to know if 
you will support it, by giving; and one of the 
chief sources of derogatory information is your 
delinquent claims. Send them in. 

“Even if we could give no better service in 
collecting (which we do not concede), we would 
still be immeasurably of value to you in our 
ability to feed your reports.”’ 
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TULSA STATISTICS 


The Tulsa Association have a wonderful sys- 
tem for keeping in touch with business conditions. 
The following data was compiled from informa- 
tion handed in by 150 representatives, merchants 
in various lines of business in Tulsa, and com- 
prises their honest opinion on the subjects dis- 
cussed. The total replies to questions given be- 
low are given by percentage of the number of 
firms in that line of business who reported and in 
the recapitulation by percentage of the total 
number of firms reporting in all lines of business. 

(For instance, if ten shoe stores reported, five 
saying that sales increased and five that they re- 
mained stationary, the report would show 50% 
increased and 50% stationary.) 


How does your volume of sales for November 
compare with October? 


Autos, Parts, TrrESs, ACCESSORIES: 55% de- 
creased, 35% stationary, 15% increased. 
CLoTuHinG (for men): 73% increased, 18% de- 
creased, 9% stationary. 
DEPARTMENT AND WOMEN’S CLOTHING: 50% 
increased, 25% decreased, 25% stationary. 
Drucs: 60% stationary, 20% increased, 20% 
decreased. 
ELECTRIC SUPPLIES: 
tionary, 25% increased. 
FuRNITURE: 58% decreased, 28% 
14% increased. 
GROCERIES: 
10% decreased. 
HARDWARE: 75% s 
crease. 
JEWELRY: 75% increase, 25% decrease. 
LuMBER: 62% from a 15% to 40% decrease, 
38% stationary. 
Music: 334% increase, 33144% stationary, 
334% a little Teen. 
OFFICE SUPPLIES: 6624% 
334% % Stationary. 


50% decreased, 25% sta- 
stationary, 
60% increased, 30% stationary, 


tationary, 25% a slight in- 


10% to 12144% less, 


On, WELL SupPLIES: 6624% less, 33144% sta- 
tionary. 

PAINTS AND WALL PAPER: 75% increased, 25% 
decreased. 

PLUMBING: 100% increased. 

SHorEs: 40% increased, 40% stationary, 20% 
decreased. 


With November a year ago? 


Autos, Parts, TIRES AND ACCESSORIES: 60% 
increased, 35% decreased, 5% stationary. 

CLOTHING (for men): 73% increased, 18% de- 
creased, 9% stationary. 

DEPARTMENT AND WOMEN’S CLOTHING: 80% 
increased, 20% decreased. 

Drvucs: 80% increased, 20% stationary. 

ELEcTRIC Supplies: 50% decreased, 25% 
stationary, 25% increased. 


FURNITURE: 58% increased, 28% decreased, 
14% stationary. 

GrRoceRIES: 60% increased, 30% decreased, 
10% same. 

HARDWARE: 100% increased from 20% to 
334%. ‘ ‘ 

JEWELRY woe increased, 25% decreased. 


/ from a 10% to 25% 
38% —_ 23 % stationary. 
Music: 25% a good increase, 40% stationary, 


35% decrease. 


decrease, 





OFFICE SUPPLIES: 
crease. 

Or, WELL SUPPLIES: 
crease. 

PAINTS AND WALL PAPER: 
3314% decrease. 

PLUMBING: 50% increase, 50% 

SHOES: 80% increase, 


100% a 15% to 25% in- 
50% increase, 50% de- 
6624 % increase 


decrease. 
20% a little less. 


How were your collections for November 
compared with October? 


AuTos, Parts, TIRES AND ACCESSORIES: 55% 
worse, 25% same, 20% better. 

CLoTuinc (for men): . 46% worse, 27% same, 
27% better. 

DEPARTMENT AND WOMEN’S CLOTHING: 40% 
worse, 30%.same, 30% better. 

Drucs: 80% 1, better, 20% same. 

ELECTRIC Saswesee: 50% worse, 25% same, 
25% a little better. 


FURNITURE: 72% better, 14% worse, 14% 
same. 

GROCERIES: 76% better, 12% worse, 12% the 
same. 

HARDWARE: 50% worse, 25% the same, 25% 
a little better. 

JEWELRY: 100% worse. 

LUMBER: 54% better, 31% worse, 15% same. 

Music: 25% better, 40% worse, 35% same. 


OFFICE SUPPLIES: : 662 aQ% 10% to 15% less on 
outstanding, 33144% stationary. 

Om WELL Surviins: 334% better, 3314% 
same, 33144% worse. 


PAINTS AND WALL PAPER: 75% same, 25% 
better. 

PLUMBING: 100% better. 

SHOES: 50% worse, 50% better. 


Compared with November a year ago? 


Autos, Parts, TIRES AND ACCESSORIES: 55% 
worse, 20% same, 25% better. 

CLOTHING (for men): 37% worse, 36% same, 
27% better. 

DEPARTMENT AND WOMEN’S CLOTHING: 44% 
better, 32% same, 24% worse. 

Drucs: 40% better, 40% same, 20% 

ELECTRIC SUPPLIES: 50% worse, 
25% a little better. 


worse. 
25% same, 


FURNITURE: 44% same, 42% better, 14% 
worse. 

GROCERIES: 64% better, 36% same. 

HARDWARE: 75% worse, 25 %, same. 

JEWELRY: 50% worse, 50% better. 

LUMBER: 40% better, 40% worse, 20% same. 

Music: 6624% same, 334 % slightly better. 


OFFICE SUPPLIES: 
33% practically same. 

Om WELL SupPLIEs: 66246 
same. 

PAINTS AND WALL PAPERS: 
less, 25% better. 

PLuMBING: 50% worse, 50% same. 

SHoes: 50% worse, 50% practically same. 


6624% 10% to 20% less, 
% worse, 33144% 


50% same, 25% 





FROM ST. LOUIS 
A cashier’s check on the Harris Trust & Savings 
Bank, Chicago, IIl., signed Wm. B. Walrath, Jr., 
Del Prado Hotel, Chicago, Ill., was returned by 
bank marked fraud. Description: Small mus- 


tache, good looking, well dressed, wore beaver 
hat and carried a small case. 
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Meets All Accounting 
: Requirements 
It has the scope 


VERY requirement of accounting is met in the Underwood 
Bookkeeping Machine. 





Invoice and Sales Book — Invoices are added, discounts deducted, 
and a total of sales, with distributions secured and proved, in the 
same time now required to write the invoice. 


Cash Book— The cash book is added and distributions proved in 
the operation of making the entry. 


Ledger and Statement—A mechanical proof is given that all entries 
have been posted to the ledger. 


A daily balance for each account with immediate credit reference. 






Ask any Underwood 
office in any large city 
for a demonstration 
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UNDERWOOD TYPEWRITER CoO., Inc. 


UNDERWOOD BUILDING NEW YORK CITY 
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O07 GEMUINE WITHOUT TUS Demat URE 


A PROVEN SYSTEM 


THAT WILL ELIMINATE YOUR “P. AND L.” ACCOUNTS 


Collects Bad Accounts ~— Prevents Bad Accounts 








Will produce results after other methods fail 


NO COMMISSION OR FEES — All Money Paid Direct to Creditor 





We post a Cash Guarantee with every system. 
YOU CAN’T LOSE. 


We guarantee it to collect your money. 











General Offices: 


Branch Offices { BROOKLY 


HOLLAND BUILDING, ST. LOUIS, MISSOURI 
NASA > TENN. 


BIRMINGHAM, ALA. 


DETROIT, MICH, 
ATLANTA, GA 


WE SELL SERVICE— NOT BOOKS 


ATTENTION: 
LOCAL ASSOCIATION SECRETARIES 


One of the best ways to keep in touch with 
other Associations is by exchanging bulletins. 
If you do not get these bulletins, look in our 
Roster, and where you find a Local Association 
listed in large type, write the Secretary to put 
you on his mailing list. 


‘*“A CREDIT MANAGER’S PRAYER” 


By E. B. HELLER, St. Louis 
Chairman Credit World Committee. 


May paid accounts buy more accounts 
Of merchandise throughout the year, 
And new accounts be true accounts, 
Not “‘skips’’ who disappear. 


May folks have money and to spare, 
So we won’t have to dun, 
That is the Credit Manager’s prayer 
For Nineteen Twenty-one. 


May customers with dough to spend 
Come in and crowd the store, 

May each one tell some other friend, 
Who'll come and charge some more. 


May cares and worries be but few, 

And Tribulations none, 

That is THE CREDIT WoRLD’s wish, good friend, 
For Nineteen Twenty-one. 


MANY COLLECTION SCHEMES OFFERED 


Some Legitimate—Others 
**Too Good to be True’’ 


With money still tight and collections slow, 
collection agencies are springing up everywhere 
and new collection schemes are becoming 
plentiful. 

A good, reliable collection agency CAN help 
you turn many of your slow accounts into cash, 
and the cost of collection is amply justified by 
the advantage of having that money to use. 

It is well, however, to know to whom you are 
giving your accounts for collection. 

Write the National Office for advice. 


SPECIAL FROM SPRINGFIELD, MO. 


Holland Banking Co., 
lowing: 

Party signing R. R. Hudson and R. M. Mor- 
gan, is operating at Port Huron, Mich., and 
several Canadian points, passing checks on Hol- 
land Banking Co., which are returned ‘No ac- 
count.’”’ He has had checks printed, using dif- 
ferent type and paper than the Holland checks, 
also uses American Bankers Association’s num- 
ber 66-37, which is the number of the American 
National Bank of Asheville, N. C. Holland 
Banking Company’s number is 80-4. Last check 
was given to Hotel Harrington, Port Huron, 
Mich., for $14.00. 
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THE SIZE OF THE CREDIT MAN’S JOB 


By Fred E. Kunkel, Woodward Building, 
Washington, D. C. 


The Credit Manager who would keep on top 
of his job must be alive to his opportunities. Not 
only must he realize the importance of his own 
department in its relation to the business as a 
whole, but he must impress his superior execu- 
tives with his ability to maintain a smoothly 
functioning organization which acts as a business- 
builder for his company. 

In order to keep in touch with the sound, fun- 
damental business principles underlying the best 
credit and collection policies, the credit manager 
must constantly be alert to develop new methods 
which short cut work, save time and labor, and 
furnish vital information immediately upon re- 
quest. He should learn all he can about the 
methods used by others, either through personal 
visits or by correspondence with other large con- 
cerns having similar problems, and should keep 
in touch with magazines and books dealing with 
his subject. 

To be successful as a credit manager he must 
visualize his job, analyze it, and constructively 
develop it. If he is a slave to routine he has 
failed to develop executive ability. If he has 
mastered his job, delegated authority and re- 
sponsibility, freeing himself from detail and 
routine, he can take time to think constructively 
about the size of his job and plan to make it 
bigger. Only in this way can he produce better 
results for his house and for himself, opening up 
larger spheres of activity. 

THE SCIENCE OF HUMANICS 

The Credit Manager more than any other busi- 
ness executive, must be well versed in business 
psychology and humanics, or the psychological 
influences which produce cause and effect in indi- 
viduals with whom he deals in the daily trans- 
actions of his department. Dealing with human 
beings, he must understand human laws and be 
somewhat of a psychologist. He must con- 
stantly endeavor to get the right appeal, to keep 
the good will of the customer, get his money and 
retain his business. 

Many credit managers have failed to grasp the 
virtually unlimited possibilities of the job and to 
make the most of it. As a consequence they are 
more often underpaid than not. If you would be 
above the ordinary credit manager and make 
yourself conspicuous for service, you must make 
your job worth while by introducing systematic 
methods, modernizing your department in every 
way you possibly can, and secure result producing 
efforts from your organization. 

Major league managers could hire men to play 
baseball at a reduction of about 90% in salaries 
—but they wouldn't win pennants. Business 
executives who want credit managers who win 
pennants are willing to pay the price. Ty Cobb 
has recently signed a contract for $30,000 a year 
to manage the Detroit team. The owner of that 
club expects Cobb to win the pennant, not only 
by driving in home runs himself in a pinch, but 
by having an organization behind him which 
wins pennants. Figure his loss if some other 
manager had been able to secure Cobb’s services. 
Now, apply this principle to your own job. Are 


you a pennant winner? You will be if you prop- 
erly organize and systematize your daily routine, 
and get an organization behind you which pro- 
duces results. 

ANALYZING YOUR JOB 


In considering your job from an analytical 
point of view you must consider several impor- 
tant factors: 


(1) The service your department renders 
to the business. 

(2) Selling the business to the customer. 

(3) The financial end of the business. 

(4) Selling yourself to the house executives. 

As a credit manager you have considerable or- 

ganization responsibility. The size of your per- 
sonnel and equipment depends upon the volume 
of credit business conducted. The methods in 
use to accomplish each day’s work, the arrange- 
ment and lay-out of your office, all depend upon 
you. If your methods are cumbersome and slow, 
and your arrangement of equipment poor, each 
day’s results are correspondingly inefficient. In 
analyzing your job and the importance of your 
department as a whole in its relation to the busi- 
ness, you must first consider the service your 
department renders to the business. 


SCIENTIFIC OFFICE MANAGEMENT 


As the office manager of your own department 
you must introduce modern business methods and 
systematize your work to secure maximum results 
from each day’s work. That accomplished you 
can turn an eye to constructive executive policies. 
Do you know what percentage of cash and credit 
business your organization is carrying? Do you 
have a credit business of 70%? Have you ever 
stopped to think what might happen if you lost 
your credit volume? Where such a large per- 
centage of credit business obtains as 80%, the 
loss of credit business would be a very important 
thing—it might even mean the failure of the in- 
stitution. 

In selling the business to the customer you have 
it in your power in handling each individual credit 
and collection transaction to either make a per- 
manent customer for your business or to lose a 
customer by improper or discourteous treatment. 
In this respect your department bears an impor- 
tant business-building relation to the business 
which must not be overlooked. Each customer 
that comes to your attention means one more sold 
to the service of the store, or one lost through 
improper handling. You bring home to the 70% 
or 80% of the people dealing with you through 
the credit department the good service of your 
organization, or you sell the bad service. In 
dealing with individuals then your job is as im- 
portant as the advertising department which gets 
the business, and the sales department which 
moves the goods. 


SUCCESSFUL COLLECTION METHODS 
In handling collections you can do a good job 
or a poor one in helping finance the business. 
With a large amount of money represented by 
outstanding accounts, the rapidity with which 
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you collect your accounts has an important bear- 
ing on financing your institution. For this reason 
it is extremely important that as large a per- 
centage as possible be collected each month. 
Anywhere from 20% to 90% of the total capital 
of the business may be constantly tied up in ac- 
counts receivable which it is your job to bring in. 
In order to secure the best results you should set 
a minimum percentage for collections, say 50%. 
Suppose your collections shrink to 40% or even 
30%. That means that every dollar that shrinks 
is tied up in more or less inactive capital, reflect- 
ing an actual money loss to the business. It 
means that your treasurer will have to provide 
more money for the operation of the business than 
he would if the credit department was functioning 
in the proper way and your percentage of col- 
lections was higher. 

If you set a minimum of say 50% and then 
work up to as nearly 100% as possible you will 
materially aid the financing of the business, and 
make your job worth while. The higher up you 
go the more efficient the credit department will 
be. In order to work out the proper method of 
keeping tab on credits and collections you should 
develop weekly records and summaries, and then 
translate these into the form of a graph or chart 
which flashes danger signals in ample time to 
retrench. 

Getting statements into the mail promptly 
and writing collection letters is only a small part 
of a successful collection policy. It becomes 
necessary for you to devise ways and means for 
making each statement sent out produce cash in 
hand in the most telling way. To this end you 
may vary the form of your statement, use various 
kinds of stickers and inserts to drive the message 
home to the debtor and slow pay. You must get 
away from the ordinary statement and bill form 
which every person asking for credit is thoroughly 
familiar with, and get under the skin in such a 
way that money flows back into the till with the 
least amount of effort. 


ANALYZING Costs 


When you stop to figure out the actual cost of 
mailing a single statement, including postage, 
envelope, cost of printing envelope and billhead 
or statement, cost of paper, cost of addressing 
envelope, sealing and mailing, cost of typing 
statement, folding and inserting in envelope, you 
will find that the cost of each credit account soon 
runs into money. If you can keep these costs 
down you are performing a valuable service to 
the house. You are selling yourself in a worth- 
while way. You are keeping on top of your job 
instead of getting snowed under. 


WRITING COLLECTION LETTERS 


Writing collection letters and developing a 
regular system of calling in money which must 
not be allowed to fall more than three or four 
months overdue, is a job in itself. When you 
analyze the letters that fail to bring results, when 
you stop to think whether or not a personally 
typed letter or a printed or multigraphed letter 
produces the best results, you have a job which in 
itself requires earnest attention. Developing 
knowledge from facts through a series of trials 
will help you to formulate the one best way of 
getting in the money on time through the proper 
collection letters and methods. 


ANALYSIS OF OLD ACCOUNTS 


A quarterly analysis of accounts outstanding 
should be made and a careful check kept upon 
results obtained from statements and from let- 
ters. It should be determined what length of 
time should be allowed to elapse between mailing 
statements and before the first of a series of eight 
collection letters shall be sent out. It should be 
determined when it is wise to send the houce col- 
lector around to the delinquent debtor and when 
it is good policy to turn the account over to at- 
torneys or a collection agency. All these factors, 
if successfully handled, enable you to sell yourself 
to the house executives. 


MopERN METHODS 


Scientific office management is effort scien- 
tifically directed toward the attainment of maxi- 
mum results with minimum labor, time, materi- 
als and cost. The formulation of principles is one 
thing; the application of them by business 
executives is another. Many credit managers 
often lack the vision and diversity of observation 
possessed by the scientific investigation. The 
credit manager who cannot envision the business 
as a whole and make his department fit into it by 
establishing and maintaining efficient methods, 
is not likely to be a pennant winner. 

The following fundamental elements in pro- 
moting any business will serve to illustrate the 
point: 

(1) Publicity to get the business; 

(2) Correct methods of salesmanship in 
moving the merchandise; 

(3) Extension of credit in taking advan- 
tage of publicity successfully di- 
rected; 

(4) Preservation of the business so ob- 
tained in the handling of current 
accounts; 

(5) Promotion of increased business 
through existing accounts. 


Notice how many of these elements fall within 
the purview of the credit manager and how 
closely his activities should be co-ordinated with 
other departments, particularly advertising and 
sales. The development of business-building 
principles show the following factors as falling 
within the purview of the credit man: 


(1) Business already in hand is the most 
direct and economical avenue of 
approach to more business; 

(2) New avenues of business are reached 
by indirect publicity, such as en- 
closing circulars with statements 
and collection letters; 


(3) The extension of credit and the collec- 
tion of current accounts are not 
merely matters of routine. 


A laborious study of your present collection 
files will more than likely reveal the cause of 
much lost business in the past. The solicitation 
of new business from accounts long since charged 
to profit and loss is likely to bring many orders 
from people who are now in a prosperous condi- 
tion. A diplomatic handling of old accounts often 
enables you to collect them and to build up new 
accounts on their foundations. Analyze your job, 
visualize your opportunities, and get the most out 
of your department. 
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THE FARMERS’ “GOAN AND TRUST. 


16,20 & 22 WILLIAM ST. 
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Above is a A checks Yr = CHICKASHA REPORT 
shville, and other cities, all made P ol ‘ 
aes a Sicete, anil dened Cosndl Gon F On December 24, a man signing his name as 
& Lumber Company. They are on blanks of ©. H. Kitterman gave a no-account check of 
Farmers Loan and Trust Company, of New $58.00 on Farmers State Bank, Chickasha, to a 
York, and have rubber stamp reading “Certified.” |ocal hardware store. He bought a gun for the 
We must get this fellow; he is dangerous. De- exact amount; is tall, slim, age about 30 years, 


scription: 45 years old, wears glasses, gray eyes, : ‘ 
pleasing personality, dark suit, gray overcoat. Wore a slight mustache; appeared to be an oil 
Advise National Office if he appears, and have field worker. Notify Retail Merchants Associ- 





police hold him. ation, Chickasha, Okla. 
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J.S. HOWLAND STILL AT LARGE 


The special attention of members is called to 
the fact that J. S. Howland, who put over a 
number of large checks on the blanks of the 
Commerce Trust Co., Kansas City, signed Gil- 
fillan Bros. Smelting & Refining Co. has not been 
caught. Members should show the above repro- 
duction of check to every person in their store 
who would be likely to cash same. 

We must get this fellow. 





MR. JOHN GRAHAME WANTED 


The National Office is anxious to locate Mr. 
John Grahame, formerly of Curtis Court, Minne- 
apolis, Minn. He is an accountant and was in 
the investment and brokerage business in Minne- 
apolis, Any member knowing his present ad- 
dress or where he went after leaving Minne- 
apolis, Minn., should notify Secretary Woodlock 
at once. 


= 


DENVER SAYS LOOK OUT FOR BERLIN 


A party using the name of Louis J. Berlin, 
called a short time ago on the firm of A. F. Franks 
Cigar Co., of East St. Louis, Ill., purchased some 
merchandise, and informed the firm that he was 
the brother of Boyd Berlin, of Denver, the 
Secretary of our Civic and Commercial Asso- 
ciation. 

As a matter of fact, the Denver man’s name is 
Berlin Boyd, and not Boyd Berlin. The party 
using the name of Louis J. Berlin issued a check 
in East St. Louis on the Central Savings Bank & 
Trust Co., which check was bogus. This man, 
Louis J. Berlin, also was in the Cincinnati market 
a short time ago, and attempted to order mer- 
chandise to be sent to Pueblo, Colo. Incidentally, 
he wanted to take a quantity of merchandise 
with him. 

The trade should be warned to be on the look- 
out for him, and have no dealings whatever with 
him. 
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Above is reproduction of checks passed in 
Schenectady, Utica and other New York towns, 
made payable to M. A. Allison and signed S. W. 
Duryea. Each had rubber stamp ‘Certified 
Citizens Bank of Harrisburg, Pa. Watch this 





party. It has the earmarks of a professional. 
FRED. P. BRANSON 
This man left Buffalo for parts unknown 


last July, and shortly before leaving defrauded 
a number of local merchants by cashing 
worthless checks. 

While in this city he worked as a salesman 
for the Waterson, Berlin & Snyder Song Shop, 
and also as an automobile salesman for the 
Carlton Used Automobile Sales Company. 

When he left the city he is said to have 
traveled westward, and is said to have been in 
Los Angeles, Seattle and Chicago. 

Following is his description: Age 30, of 
slight build, under height, weight about 130 
pounds, dark complexion, blue eyes, occasion- 
ally wears a mustache. He is a very good 
dresser. Last year wore a brown overcoat 
with a fur collar. 

e has spent some time working for auto- 
mobile concerns, and it is possible that he is 


at present employed by some automobile 
agency. He has also worked at musical 


houses, selling music and musical instruments. 

He wears a Master Mason’s badge and 
claims to belong to a lodge at Pat Choque, 
Long Island, N. Y. 








GOOD ADVICE FROM LOS ANGELES 
My Dear Mr. Woodlock: 

Thank you very much for your service in 
forwarding the letter of A. T. Lewis Sons 
Company of Denver, listing the current ad- 
dress of W. E. Randolph. I am certain that 
this feature of the national office alone, prop- 
erly utilized and co-operated with by the ma- 
jority of its members, cannot help but be 
worth a great deal more than the membership 
lee. 

To be successful, however, it is necessary 
that the searcher give as complete identifying 
data as is possible. I think I have previously 
called attention to the fact that in larger cen- 
ters, at least, the more common surnames ap- 
pear under almost any combination of initials 
several times. I think that an editorial from 
you, urging the usage of complete Christian 
names and the further identification of in- 
quiries with the wife’s Christian name, and 
habitual occupation, will enable those who are 
attempting to co-operate in this service to 
identify a considerably greater number each 
month. I know that the first thing that we do 
on receipt of the Credit World is to segregate 
all addresses wanted and have them searched 
that same day through our files, and time 
after time we find identical surnames and ini- 
tials, but are not able to identify the people 
as having formerly resided at the point where 
inquiry originates. 

Very truly, 


V. HARESNAPE, Manager. 





ATTORNEYS, ADM 


including expert tax audit. 


and accurately, all ready to file. 





EXECUTORS OF ESTATES— 


The Probate Service Company is organized to furnish you appraisers, inventorians, 
accountants and clerical service competent and capable of attending to all details in making 
inventories, appraisements, reports, statements and settlements of every kind of estate, 


The service of this company will take the burden of the detail from you, being espe- 


cially equipped and qualified to prepare inventories, appraisements and settlements, quickly 


THE PROBATE SERVICE COMPANY 


NATIONAL BANK OF COMMERCE BUILDING, ST. LOUIS, MC. 


INISTRATORS AND 
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Established in 1907 on the Rock of Service 


The Hickox System 


BESSEMER BUILDING 
PITTSBURGH, PA. 


Collects Profit and Loss Accounts 


Everywhere 


For 50 Per Cent 


No OrHer CHARGES 
WRITE FOR SPECIAL RATES ON ACCOUNTS LESS THAN 
ONE YEAR OLD 


Over 9,000 References 


MEMBERS: 


Retail Credit Men’s National Association Commercial Law League of America 
Retail Credit Men’s Association of Pittsburgh 


Kiwanis Club 
Cleveland Retail Credit Men’s Co. Pittsburgh Chamber of Commerce 


A LEGEND 

Back in the Fall of 1907 there was born an Jdea—that collecting past due accounts by 
Personal call was the most satisfactory way of getting money. 

This idea, then, became the father of the first purely personal call System in America. 

High-class salaried adjusters were sent into nearly every State in the Union. Sometimes 
they would get as many as nine collections out of every ten interviews. 

Remarkable ? 

Not when you consider the knowledge these trained men had. 

The sum total of this knowledge equals what is now at your disposal. 


This System doesn’t guarantee Personal Call Service everywhere—it couldn’t do that—but 
it maintains collectors in many important points. 


Can you afford to let January go by without trying this system? 
You may learn that you cannot do without it. 


Fust mail The Hickox System, debtors’ name, address, date of bill and amount— 


TODAY ! 
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Marsh 


Hygienic 
Finger 


Pad 


Credit Manager Nye 
writes us: 


GENTLEMEN:—For a number of years we 
have used Marsh Finger Pads in our office, par- 


ticularly in the auditing and credit depart- 
ments. We would not know how to get along 
without them. 

I have visited the offices of a good many 
stores here and in other cities and seldom 
found Marsh Pads in use, and in such cases 
usually find that the manager has never seen 
them. 

Whenever I know of a good thing I want 
the other fellow to know about it also. 

Yours truly, 
(Signed) A. M. Nye, Credit Manager, 
Wilkins Brothers Company Department Store, 
Des Moines, Ia. 






Write Stationers 
for or direct 
from us 


= L —_ r= 
price list : sary PN stl 


DAVOL RUBBER COMPANY, Providence, R. I. 











MRS. M. R. CANDY WANTED IN TUCSON 


Mrs. M. R. Candy came to Tucson, January 
17, 1920, claiming to come from Cincinnati, 
Ohio, giving her business as a writer of poetry, 
short stories, etc. She lived in good style while 
in Tucson and apparently received remittances 
sufficient to keep her. She succeeded in getting 
considerable credit. We traced her to Los An- 
geles and from there to Santa Monica, Cal., and 
we are advised today that she left Santa Monica 
for parts unknown about three weeks ago. She 
was known to landlord at Santa Monica under 
the name of “Canady.” If Mrs. Candy comes 
to the attention of any member, please advise 
the National Office. 





SPECIAL REQUEST 
NEW YORK WANTS TO LOCATE 
SIEGAL AND DANIELS 


Abner Siegal, whose residence was at Far Rock- 
away, L. I., and whose business address was for- 
merly 522 Fifth Ave., New York City (The 
Louisiana Company)}and P. O. Box 373, General 
Post Office, 8th Ave. and 33rd St., New York City. 

P. F. Daniels, whose business address was for- 
merly 522 Fifth Ave., New York City, and 
whose residence address is unknown. Checks 
made by P. F. Daniels and Abner Siegal, amount- 
ing to over $1,500 of the Louisiana Company, 
have been returned to us, and we have since lost 
all trace of the maker. We ask your co-operation 
in locating these fellows, and, if you know any- 
thing of them, please advise the National Office 
at once. 


ED. LYONS WANTED IN STERLING, COLO. 


Ed Lyons left Sterling, December 24th, in his 
employer’s car, going south toward Colorado 
Springs. The car broke down and was aban- 
doned and recovered by its owner. Lyons was 
only located here a short time and nad not re- 
ceived any extensive credit. His wife is supposed 
to be in Sutherland, Neb., and he is a frequent 
visitor to North Platte, Neb. He has also worked 
in Chicago IIl., is an expert battery service man, 
talks Mexican, is somewhat of a dog fancier, 
and left with a Boston bull. He is also very fond 
of shooting craps and is not averse to moonshine. 
If, his whereabouts should be known, please ad- 
viseg the Logan County Credit Association, 
Sterling, Colo., or the Natienal Office. 





BILLINGS, MONT., WANTS TO KNOW 


The whereabouts of M. O. Davenport, a man 
who is somewhat seedy in appearance, stand- 
ing six feet two inches tall, having gray hair, 
bluish gray eyes, large nose and prominent 
chin. 

This man probably is engaged in promoting 
some oil company or working at oil business 
or new townsites. He was last heard from in 
Lewistown, Montana. While there was con- 
nected with the Lewistown Improvement Com- 
pany and the Lewistown Oil Company. 





WARNING 
There are many mail order firms who appear 
to be afraid of asking for credit information 
and using their own name. They resort to 


printed forms purporting to be a fraternal 
organization school or other similar institu- 
tion. Most of these come from in or near 


Chicago, and members should pay no attention 
whatever to such inquiries. If a firm cannot 
openly ask for information under their name 
they are not entitled to a reply. 





Collection Stickers and 
Inserts Help You Get 
in the Slow Accounts. 


The National Office 
Furnishes at Two Dol- 
lars Per Thousand. 


ORDER TODAY 


RETAIL CREDIT MEN’S 
NATIONAL ASSOCIATION 


ST. LOUIS 
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HARGE SYSTEMS have undergone great changes 
in the past few years. Speed and accuracy are 
now the two great department store essentials. 


The National Electric Credit System is the speediest 
method yet invented. 


The credit office is in instant communication with all 
departments. 


The salesperson phones the inquiry. The O.K. comes 
back like a flash—electrically stamped on the sales-slip. 


The office is in direct, complete, and immediate control 
of all authorizations. Everybody’s time is saved. 
Minutes are clipped to seconds. Customers are 
pleased. Sales are rapid. Aisles are clear. 


This system is being used in many stores. You ought 
to know what it will do for you. Write today. 


The National Cash Register Company 
Dayton, Ohio 
Offices in all the principal cities of the world 
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MEMBERSHIP TROPHY RACE 





Figures Indicate New Members Since Last 





Convention 

Class “A” 
DL. « acunvhedideintaieseekee 79 
Guha eweakciba ss aheoiienGaad 55 
PRI re ere ee re 51 
ee Se ere eee 37 
SS EEE RTE 31 
NID, os bvsesseecaveneeeces 25 
I Ta Tih os io hates ke os3 x ae Re 23 
asic an uk arian aeeng Se aU ala 20 
Gs ca ns as Ines sci fs- a oe 18 
SN a orkid aspired AeGhaid od ae airnk 4 

Class “B” 
II ve Ge ocr ee pied pundawks 62 
re ociicn mah aeaN Reed ha tows 51 
IR so was wip daw ena newied ween 31 
I cso Scan nic lew baa Shee din Kew ea 17 
RD 5 Sore So Ba te Ge oe ale ae 10 
Minnesota Bh ealaden ee k eee ne 9 
Vi irginia be bes ERENT ada 2 
I oa re ny ale ohn ies le eke 4 2 
is ip ante onl ra dae wratdalnatiay l 
EE oo ok scence oan eenea es 0 
EE ihre ek ob oh akeak sal ene 0 

on — 
IE MN oo oi a ab asians pies 29 
NS re Sec ee Bele eee ewe 13 
I Sa Woh os ecie cece kadenee denen 12 
CE ea ee a ere ee 11 
ere renee 8 
as soccer akin ve Gas AA a deb awh 6 
ah ge eee aw aha 4 
BE enn 3 
ER hc SEA enere-y reer 2 
IN 0 ird.nee k-aeennee wb ee 1 
EE erties aa iin awl diveoi ec 1 
SY MI. ac ec ccaensccders 1 
ote chunk hakecheenwekaen 1 
I 5. hoa wide an wan oeee au 0 

Class “D” 
RS ee rer 16 
I eG Se ec ug ig gts Breit aieve a 15 
ID 5c arta sep" w Sisk dover gill gs se A 3 
SON snd aise ewig Sarwider gba aide: 2 
NE RA acne dice GCM aaa ead Os eee ee 2 
Ee pene err a ear arene 1 
ND ci pc aidiewe aie oawewanw es 1 
CS ee ree 1 
I is icici ws ergata aed Same Swe 0 
ashe ab ia wi se ovate Sg sith we 0 
a 0 
District of Columbia............... 0 
et aS Senin oe eee 0 





Our new Lapel Buttons are 
very attractive. Emblem 
in black and white. Order 


from National Office 
25 Cents Each 


TO ALL STATE CHAIRMEN 


After much discussion as to the manner ip 
which to award Membership Trophies for this 
year, we have again divided the states into 
four groups, arranged according to population, 
based upon the 1920 returns. There are only 
three exceptions, these being New Jersey, 
Georgia and Maine. 

A handsome silver trophy will be given the 
chairman of the state showing the largest in- 
crease in membership in each group. 

Two special individual prizes, known as the 
“Lawo Trophy,” A and B, will be given to the 
individual member who secures the largest 
number of applicants, provided that contest- 
ants for Prize A secure at least 75 new men- 
bers and B at least 50 new members. 

The above trophies become the personal 
property of the winner, but we have what is 
known as the “Wright Trophy,” which is pre- 
sented each year to the Local Association 
making the greatest gain. (It is now held in 
Cleveland.) This remains the property of the 
Local only as long as it continues to show the 
greatest gain each year. But should any city 
capture this trophy for three consecutive years 
it would become their property. 

Beginning with the January issue of the 
Credit World, we will publish each month 
the standing of each state. Contest closes 
midnight August 1, 1921. In the competition 
for the individual trophy, no one will be per- 
mitted to give another credit for new men- 
bers; in other words, you must obtain the 
members yourself, and the Board of Directors 
reserve the right to disqualify any person if it 
can be shown this was done. They also will 
disqualify any state chairman where it can be 
shown that he intentionally held up applica- 
tions until the last day or two of the contest. 

No figures will be given out from the na- 
tional office after those published in the July 
Credit World. All trophies will be suitably 
engraved, showing the winner’s name and the 
fact that he or she is membership champion. 





FROM DENVER 

Look out for checks drawn on the National 
Bank of Verden, Verden, Okla., signed “Allen 
Mercantile Co.,” by “A. B. Allen, Mgr.” 

One of our members recently cashed a 
check of the above description of $65.00, and it 
has been returned “protested.” On taking the 
matter up with the Bank of Verdun, we have 
received the communication reading as fol- 
lows: 

“In answer to yours of the 22nd, regarding 
the A. B. Allen who used to run a dry goods 
store here and was last heard from in Les 
Angeles, and his parents live here and are our 
good customers, but have been helping him 
until they are tired of it. I trust this will help 
you. I remain, 

Yours very truly, 
(Signed) Assistant Cashier.” 

This young man, apparently, is issuing 


checks against funds which do not exist, feel- 
ing, perhaps, that his parents will help him 
out. Evidently they have become disgusted 
with his delinquency in connection with his 
issuing of checks and will assist him no more. 
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SPECIAL WARNING FROM DENVER 


A few days ago a party came into the Daniels 
& Fisher Stores Co., using the name of Mrs. 
L. Luttrell, giving her address as a local hotel; 
stated that her husband was in the contracting 
business in Milwaukee, and giving the name of 
Bullock’s, of Los Angeles, as a reference. She 
also gave the name of one J. B. Cavanaugh, Den- 
ham Building, as a reference, stating that he was 
representative here of the National Labor Press 
Bureau of Milwaukee. 

The day following her call, our member re- 
ceived a letter from the National Labor Press, 
by J. C. Cavanaugh, business manager, reading 
as follows: 

“Mrs. L. Luttrell informed me that she gave 
me as a reference when applying for credit with 
your company. 

As I am leaving the city for a few days I wish 
to let you know what I think of Mr. and Mrs. 
Luttrell, whom I have known for a number of 
years. 


Mr. Luttrell is in the contracting business in 
Minneapolis and has a reputation for being a 
responsible and capable business man. I have 
been doing business with him for six years and 
have always found him to meet his obligations 
promptly, and heartily recommend both himself 
and his wife to your concern for credit. 

(Signed) National Labor Press, By James C. 
Cavanaugh, business manager.”’ 


After the merchandise was delivered, the mem- 
ber became suspicious and went over to the 
Denham Building to locate Mr. Cavanaugh. He 
could not be found there; in fact, never was 
known there. Thereupon, our member com- 
municated with the National Labor Press Bu- 
reau of Milwaukee, and has received a letter from 
that concern, signed Mr. C. C. Walters, informing 
it that it never heard of James A. Cavanaugh; 
neither has the National Labor Press Bureau an 
office in Denver. 


We find that Cavanaugh is using stationery of 
a robin egg blue, and he has copied the printing 
thereon in exact copy of the printing appearing 
upon the genuine stationery of the National 
Labor Press Bureau. The stationery used by 
Cavanaugh looks genuine. 


We believe these people have worked Los An- 
geles, and, probably, are headed east. We would 
Suggest the broadest sort of publicity, as, un- 
doubtedly this man Cavanaugh and the woman 
traveling with him will use the same system 
wherever they go. The stationery used by 
Cavanaugh is robin egg blue in color, and the 
water-mark indicates that the paper is Colorado 
Bond and may easily be detected by holding the 
Paper up to the light. 

Warn the membership; look out for this pair. 
Mrs. L. Luttrell, or it is possible she may use 
some other name, will undoubtedly refer to 
Cavanaugh or someone else presumed to be con- 
nected with the National Labor Press Bureau, 
and some fictitious address will be given in the 
town where they are working as being the local 
address of the National Labor Press Bureau. 

Wire Denver if these people should put in 
their appearance. 








Every Retail and Wholesale Merchant and 
Individual extending credit should 
have a copy of the 


ROSTER 


OF THE 


RETAIL CREDIT MEN’S NATIONAL 
ASSOCIATION 


Containing name and address’ of 
every member of the Association 


PRICE $1.00 


Address 


D. J. WOODLOCK, Secretary-Treasurer 
801 Bank of Commerce Bldg., 
ST. LOUIS, MO. 











J. S. WILLIAMS 

The national office would like to locate J. S. 
Williams, a traveling salesman for the Mayhew 
Electric Co., St. Louis; was in Quincy, IIL, 
some time ago. 





ADDRESS WANTED OF THOS. F. 
BRENNAN 


Thomas F. Brennan, formerly manager, 
Business Association, San Pedro, California, 
left for parts unknown recently, owing a 
men’s furnishings account in Los Angeles. 
Local record would indicate that extreme cau- 
tion should be exercised in dealing with him, 
and a number of members in Los Angeles 
would be unusually happy to learn of his pres- 
ent location. ‘ 





Being members of the Retail 
Credit Men’s National Associa- 
tion, we are interested in the 
protection of individual credit 

Y and as this account is long past 
ss due, it should have your imme- 

diate attention, thereby keeping your credit good. 
REMEMBER credit is a trust imposed in you, and 
you should safeguard it by prompt settlements. 








These stickers, 2’x 4", can be obtained from the National 
Office at $2.00 per thousand. They help collect the slow ones. 
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EDW. H. BECIAT CAUGHT 


The police of Dayton, Ohio, arrested Edw. H. 
Beziat, charged with issuing checks on City Na- 
tional Bank of Dayton, when no funds were 
there to meet them. He claims to represent 
Dayton Felt Products Co. Anyone wanting him 
should get in touch with Dayton authorities. 





CHANGES IN THE BY-LAWS 


Members having suggestions to make regard- 
ing changes in our “By-Laws” should write Mr. 
S. L. Gilfillan, 314 Nicollet Ave., Minneapolis, 
Minn., who is chairman of the ‘“‘By-Laws’”’ com- 
mittee. If members will make these suggestions 
now it wiil enable the committee to publish the 
proposed changes before the Convention. 





WHY YOUR CITY SHOULD HAVE A LOCAL 
ASSOCIATION OF 
RETAIL CREDIT MEN 


It has been requested that we point out several 
of the chief reasons for a local association of 
Retail Credit Men, the benefits from such an 
organization, etc. 


The following, by the president of a large de- 
partment store in one of the southern cities covers 
the matter very nicely: ‘‘It might be said that 
co-operation is the main spring of success, 
and there is no branch of the retail business in 
in which co-operation has a greater scope for 
action than in the one pertaining to credits. 


While it is not the purpose of my article to dis- 
cuss credits from a technical standpoint, I will 
be permitted to state as a premise that the evils 
complained of in the transaction of credit busi- 
ness are not the result generally of dishonesty or 
any other intentional wrong, but that as a rule 
they result from extravagnace, neglect, mis- 
fortune, ignorance or indifference. 


This being true, it seems equally clear to me 
that the underlying causes of these evils can be 
minimized, if not entirely eliminated, through 
the processes of education; and this education 
can only be successfully and cou:teously accom- 
plished through the close co-operation of those 
who are handling credits. 


If each individual concern attempts to act in- 
dependently in such matters, little can be accom- 
plished, because of the various influences that 
always stimulate one merchant to take legitimate 
advantage over his fellow merchants. If, on the 
other hand, all merchants engaged in similar 
lines of business should combine themselves un- 
der reasonable rules of credit regulation, and 
should adhere with reasonable strictness to those 
rules, the results would unquestionably prove 
beneficial without disadvantage to anyone. 

It is because of the great results thus obtain- 
able through close co-operation that the Retail 
Credit Men’s Association appeals to me as a most 
worthy and valuable organization. 

The friendly exchange of information, the con- 
fidential analysis of risks, the adherence to rules 
of reasonable credit and reasonable timely pay- 


ments and the correction of abuses sometimes 
indulged in by charge customers as a result of 
long tolerance, are but a few common examples 
of what can be done by such an organization, 
and with but one result, namely, the practical 
elimination of the dishonest or unscrupulous ac- 
count and the placing of the balance upon a 
sound business basis productive of both pleasure 
and profit.’ 


Reasons for a Local Association 


1. The meetings afford opportunity for the 
credit men to get acquainted, thereby assuring 
close co-operation, which results in better credit 
conditions. 


2. Co-operation of the credit men eliminates 
competition in credits, which is very essential, 


3. The exchange of ideas makes the credit 
man more efficient and the discussion of unsat- 
isfactory accounts results in better collections 
and smaller losses. 


4. Through affiliation with the National As- 
sociation the credit men throughout the coun- 
try are aware of what is being done in a National 
way. Many of the ideas thus gained, together 
with concerted action along legislative and col- 
lection lines, pertaining to credits, results in much 
benefit to all granters of credit. 


5. The National Association publication, 
“The Credit World,” containing articles on cred- 
its and collections, pages devoted to forms and 
form letters—publicity of an educational nature, 
skips, frauds, bad check passers, etc.—makes the 
credit man more capable of properly solving the 
many credit problems confronting him. 


Suggestions for Association Activities 


1. Meetings should be held weekly or semi- 
monthly, a general discussion of unsatisfactory 
accounts being desirable and resulting in much 
being accomplished to better credit conditions. 


2. Educational meetings should be held fre- 
quently, there being demonstrations of opening 
and closing accounts, taking up with the cus- 
tomer the question of over-buying or carrying 
balances; and letter writing, especially along col- 
lection lines. 


3. Occasionally addresses should be made by 
the credit men; meetings being set aside for this 
purpose, in addition to which there should be 
an occasional address of interest to the credit 
men by some prominent business man or lawyer. 








When answering advertisements 
mention the 


CREDIT WORLD 
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MEMBER 


ornament to your office. 


Order yours at once. 








Our Official Membership Sign 


RETAIL CREDIT MEN’S 


NATIONAL ASSOCIATION 





Size 8x4 inches 


Hang one of these handsome signs in your office so your customers 
will know you are a member of this Association. 


They are made of cream colored celluloid, mounted on metal, with 
brilliant gold lettering and emblem in black. 

Can be suspended by small brass chain. 

They are dirt and dust proof—will last a lifetime and are an 


Fifty cents each. 


RETAIL CREDIT MEN’S NATIONAL ASSOCIATION 
ST. LOUIS, MO. 














FROM INDIANAPOLIS 


The Indiana Retail Dry Goods Association 
sends out the following bulletin warning mer- 
chants to beware of a young lady who has 
been touring the country passing worthless 
checks : 

“A clever check worker has operated suc- 
cessfully among our members at Muncie, and 
this bulletin is sent you that you may be on 
the lookout for her. 

“At Muncie, she operated as Ruth Steele. 
presenting checks drawn on an Alexandria 
bank. The Alexandria dispatch states that she 
— about $100 Dec. 1, and again on Dec. 
, $95. 


“By presenting checks in Muncie drawn on 
the Alexandria bank, which checks were hon- 
ored, she established her identity and the fact 
that her checks were good. 

_ ‘Then in a short time she passed about $700 
in checks, all of which were returned ‘worth- 


less,’ immediately leaving for parts unknown. 
By working fast, she was able to get away 
before it was found that the sum of her 
checks was greater than her balance. 

“She lived in a furnished house in a fash- 
ionable part of Muncie (suburb) and was ac- 
companied by two small boys, aged about 
three and five, and also a young lady, who re- 
sembled her somewhat, but whom she intro- 
duced as her maid. 

“She is described as being of good appear- 
ance, dark hair, pleasing personality, rather 
tall, well formed and a good talker. 

“We are convinced that this is the same 
party who operated in Indianapolis two years 
ago, and who since that time has operated 
successfully in St. Louis, Kansas City, Omaha, 
Muncie and Milwaukee and Minneapolis and 
other points. 

“The description tallies exactly, especially 
eee part of the two children accompanying 
her.” 











THE CREDIT WORLD 





ADDRESSES WANTED 


Members are interested in locating the following persons. 


If you know anything regarding them, 


report at once to the National Office, where a record is kept of the member making the inquiry. 
Members reporting names for these columns are urged to give the occupation. 


Abbott, John B., Bancroft Hotel, Springfield, 
Ohio, care Springfield, Gas Co. 

Altier, William, formerly Alexandria, Va.; 
was shipyard worker. 

Anderton, Mrs. George A. (alias Mabel 
Bessler and Mabel Zeno), formerly of Ken- 
tucky, reported to have gone to Nebraska. 


Bernheimer, S., formerly 715 Title Guaranty 
Bldg., St. Louis, Mo. 

Boone, J. T., formerly La. 
Island. 

Bowler, F. E., Mrs., formerly 12514 Superior 
Ave., Cleveland, Ohio. 

Buck, Mrs. Walter, formerly Masonic St., 
New London City, also Worcester, Mass. 


Cameron, Robert, formerly West St., Hart- 
ford, Conn., now reported to be in Massachu- 
setts. 

Carmack, W. N., 
now said to be in 
ness. 

Christianson & Larson, 
Bank Bldg., Baltimore, Md.; 
be in Norfolk, Va.; 

Clark, Lester J., 
Cleveland. Ohio; 
Realty Company. 

Conried, Mr. and Mrs. H. G., formerly of 
Seattle, Wash, but left for California. 

Cook, Carl S., formerly 357 Trumball St., 
Hartford, Conn.; later Woonsockett, R. I. 

Cooley, Mrs. C. H., was connected with Wil- 
son Hdwe. Co. of Beaumont, Texas; later re- 
ported to be in — York. 


Crannan, Wm. A., formerly of Birmingham, 
Ala.; was pc = te superintendent of Crane 
Co. shops of Birmingham, Ala. 

Crawford, Mr. and Mrs. Glen E., 
5124 North Market St., St. Louis, Mo. 

Dahleem, Freed., formerly 449 New Park 
Ave., Hartford, Conn. 

Dean, J. L., formerly McComb City, Miss. 

Ehrlich, Abraham, formerly Barbour St. 
Hartford, Conn.; later in California; is car- 
penter. 

Farrell, A. J., said to be in Lima, Ohio; con- 
nected with American Tobacco Co. 

Fazar, Jos. C., formerly of 11432 Euclid, 
Cleveland, Ohio; is tailor. 

Fisher, Jack, formerly of 6719 Euclid, Cleve- 
land, Ohio; is advertising man. 

Floyd, John, formerly 16% 
Toledo, Ohio. 

Foster, Claude, formerly of Cement, Okla. 

Gallagher, Gertrude, formerly of 1563 East 
Blvd., Cleveland, Ohio. 

Garvey, J. W., formerly 4311 Prospect, Cleve- 
land, Ohio. 

Gillespie, Mrs. H. M., formerly 924 W. State 
St., later at the Fattershall, at Hunter and 
Sroadway Ave., Kansas City, Mo. 


Pouser, Long 


formerly 5702 Cedar St., 
California, in transfer busi- 


formerly Marine 
reported to now 
are ship chandlers. 

formerly 1899 E. 86th St., 
connected with Homesite 


formerly 


Southard St., 


Grahame, Mrs. John, formerly Furtis Court, 
Minneapolis, Minn.; is an accountant; later 
went into investment and brokerage business, 

Hammond, M. E., formerly of Emmerson 
Hotel, Baltimore, Md.; is shipyard rivet helper, 

Harris, Justin J., formerly of Chicago, Ill, 
also manager of Corporation Auxiliary Co. of 
1311 Chemica! Bldg., St. Louis, Mo.; he js 
termed as an efficiency specialist. 

Hartwell, Oliver E., formerly of Boston, 
Mass. 

Horn, Chas. W., formerly of Birmingham, 
Ala.: is auto salesman. 

Johnson, John E., formerly of Ridge Road, 
Brooklyn, Ohio; is purchasing agent. 

Johnston, Joe W., formerly 1649 Elk Ave, 
Cleveland, Ohio, care Willard Stg. Battery Co 

Johnston, P. F., wife of C. E. Johnston, for- 
merly Chickasha, Okla.; now either in New 
Mexico, Arizona, California or Colorado. 

Kastiner, Mrs. Frances, formerly Barring- 
ton, Mass 

Keefe, John J., formerly 12502 Locke, Cleve- 
land, Ohio. 

Kimble, J. H., formerly 13516 Shaw Ave, 
East Cleveland, Ohio. 

Laird, Howard C. (Eunice), formerly 1044 
Peach St., Lincoln, Nebr.; employed as a tray- 
eling salesman by American Chickle Co. of 
Kansas City. Mo. 

Latter, Abraham or Betty, 
Pierce St. or 1463 O’Farrel St.; 
Francisco, Calif. 

Lohman, Otto G., formerly 17 N. Guilford 
and Fayette St., Baltimore, Md.; is investment 
broker. 

Metzger, Mary, 
Cleveland, Ohio. 

Morrill, F. P., El Paso, Texas, when last 
heard from him. 

Neil, Burt, formerly 522 Asylum St., Hart- 
ford, Conn.; is printer; reported to be in 
Maine. 


formerly 1536 
is tailor; San 


formerly 10425 Empire, 





“SKIPS” 


Ondrass, H. C., formerly 9719 Allerton, Cleve- 
land, Ohio. 

Padgett, F. H., last address was Pennsyl- 
vania. 

Phifer, Miss Cora, formerly in Trenton, N. 
J., then left for Philadelphia, then Baltimore. 

Provins, Mrs. C. P., formerly of Everett, Pa 
Is hook agent for Grolier Society of Philadel- 
phia. Wife’s name is Mrs. M. G. Provins, for- 
merly 143 S. 3rd St. Harrisburg, Pa. 

Rathburn, William A., formerly 1292 Warren 
Rd., Cleveland, Ohio. } 

Robinson, J. A., formerly of Cincinnati. 
Ohio; represented the Hercules Rubber Co. of 
Cincinnati. then came to St. Louis, Mo. 

Rabe, Mrs. W. F., formerly of Saginaw, 
Mich.; is piano saleslady. 
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Sandford, Belle, of 5698 Ensign Ave., Cleve- 
land, Ohio, cashier Siegler Bros. Co. 

Schmale, Miss Doris, formerly of 123 E. 3rd 
St.. Duluth, Minn.; is stenographer; employed 
by the Minnesota Steel Co.; said to be in Min- 
neapolis, St. Paul or Chicago, III. 

Schwartz, A. M., formerly 6815 Cedar Ave., 
Cleveland, Ohio, care Madam X Corset Co. 

Smith, James E., Mrs., formerly 29 E. 14th 
St., Atlanta, Ga. 

Smith, Mrs. Louis G., or Mrs. Vava Pupin 
Smith, Darian, Conn., also 103 Park Ave., New 
York City, and Buffalo, N. Y. 

Snowden, J. Arthur, formerly of 
later in Omaha. 

Sparrow, M. O., formerly Bogalussa, La. 

Spaulding, Rollo E., formerly of Peoria, Ill. 
Draftsman by trade. 

Sterling, Wm. (Beatrice), formerly of Drexel 
Apartments, Atlanta City, N. J., later heard of 
in Los Angeles, Calif. 

Surabian, M., formerly 1214 Broad St., Hart- 
ford, Conn., now somewhere in California. 

Troster, Virginia, formerly of Congress Ho- 
tel, Chicago, III. 

Washburn, Dr. Elliott, formerly 423 W. 8th 
St. New York, also Rutland, Mass. 

Webb, Mrs. J. H. (alias Swearingen), book- 
keeper for Peck’s D. G. Co., Kansas City, Mo.; 
later heard of in Colorado. 

Westwood, L. M., formerly 227 19th St., To- 
ledo, Ohio; connected with Ambler Realty Co. 

White & Foster of 817 Madison Ave., Balti- 
more, Md., also 1400 block Mosher St., Balti- 
more. 

Worthman, R. D., formerly 2061 E. 86th St.; 
was department store floor manager, Cleve- 
land, Ohio. 

Zurn, Louise, formerly 8809 Hough Ave.; 
was cashier for B. R. Baker Co., Cleveland, 


Ohio. 


Denver, 





JOHN C. CURRIER, CONTRACTOR 


All hardware dealers and building material 
men, look out for the above, who is now be- 
lieved somewhere in Kansas. His age is about 
forty-five and appears a little deaf. Commu- 
nicate with the national office if you know 
him. 





POST OFFICE EMPLOYES’ ACCOUNTS 


The matter of collecting accounts against 
post office employes has been one the officials 
in Washington left in the hands of each post- 
master, and our members have received excel- 
lent co-operation from them. Now comes 









word that orders have been issued to all post- 
masters that they must not in any way assist 
creditors to collect bills from members of the 
department. Looks like more work for our 
Legislative Committee. 


STATISTICAL PAGE 


We are not publishing a Statistical Page 
this month because we received so few replies 
we are forced to feel the members are not 
sufficiently interested in this feature to warrant 
our spending time to compile it. 

The fifteen replies reccived this month indi- 
cate increased sales and decreased collections. 
With two exceptions, all report fraud buying 
and bad checks, several in western states stat- 
ing this has been an exceptional year for work 
of this kind. 

The Profit and Loss report indicates losses 
ranging from .0000332 to 4%. We feel the real 
cause for our not receiving more replies was 
because we asked the percentage of loss, which 
is a vital statistic to credit men, and we take 
this occasion to again impress upon our mem- 
bers that all information received at the na- 
tional office is held in strict confidence and 
that you will never get the benefit you should 
from this Association unless you give freely of 
any information you may have that will help 
the other fellow. It will come back to you a 
hundred fold. 








LOOK OUT FOR STOLEN MONEY 
ORDERS 


Blank money orders numbered 69625 to 69800, 
printed for the Smithfield, Pa., Post Office, 
have been stolen from that office. 69725 and 
69732 were cashed at Kansas City, Mo., during 
the last few days by a man using the name 
C. J. Pritchard, who passed them on local mer- 
chants from whom he had made small pur- 
chases. The orders were made out for $50.00 
and $75.00, and no money order stamp is used. 
He has operated in other cities under the name 
of J. W. Harger, Joseph Prewitt and Pritch- 
ard and is described as follows: Age 40 to 45 
years, height 5 feet 7 inches, weight 130 pounds, 
smooth shaven slim face, dark complexion, 
neatly dressed, wears dark hat crushed in cen- 
ter, sometimes wears glasses; shows recom- 
mendations from railroad companies and office 
of War Department; claims to have been in 
last war. Look out for such a party, and in 
event he should present money orders to be 
cashed, endeavor to hold them and notify the 
police. 





TABLE SHOWING PRICE AT WHICH AN 
DOLLAR MUST BE SOLD IN ORDER 


P ee 
13% Cost of doing business—-Sell for..........--.....-....--.- 1. 


16% “ “e “c 
17% “ “ “ “ “ “ 


18% “ “ “ “ 
“ “ “ ‘: 


ARTICLE WITH AN INVOICE OF ONE 
TO MAKE ANY DESIRED PROFIT 


1% 2% 3% 4% S% 6% 7% 8% 9% 10% 
1.19 1.21 1.22 1.24 1.25 127 1.28 1.30 1.32 1.33 
12t 122 126 125 127 128 150 132 133 135 
1.22 124 125 127 128 1.30 1.32 1.33 1.35 1.37 

1.24 125 1.27 1.28 1.30 1.32 1.33 1.35 1.37 1.39 
1.25 1.27 1.28 1.30 1.32 1.33 1.35 1.37 1.39 1.41 
1.27 1.28 1.30 132 1.33 1.35 1.37 1.39 1.41 1.43 
1.28 1.30 1.32 1.33 1.35 1.37 1.39 1.41 1.43 1.45 
1.30 1.32 1.33 1.35 1.37 1.39 1.41 1.43 1.45 1.47 
1.32 1.33 1.35 1.37 1.39 1.41 1.43 1.45 1.47 1.49 
1.33 1.35 1.37 1.39 1.41 1.43 1.45 1.47 1.49 1.52 
1.35 1.37 1.39 1.41 1.43 145 1.47 1.49 1.52 1.54 
1.45 1.47 149 152 1.54 1.56 1.59 1.61 1.64 1.67 
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Yes, We Are 
Expecting YOU 


TO GET AT LEAST ONE APPLICATION 
FOR MEMBERSHIP! 


Because —Every added member means more co-operation. 


Because — We want twenty thousand in our ranks before 
August. 


Because — This is the only Association doing anything to 
improve credit and promote prompt collections 
for the retail merchant. 


Because — You have friends and neighbors who should join 
in this movement for better credits, and a word 
from you is worth more than all the letters we 
might write. 









— A new member from each old member means 
100% increase. 


Because 
Because — This is your Association! 


SEND IN AN APPLICATION OR GIVE US A LIST 
OF “PROSPECTS” SO WE CAN WRITE THEM 


Retail Credit Mens National 
Association ... St. Louis, Mo. 
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RELIABLE COLLECTION SERVICE 


ALABAMA, BIRMINGHAM. 
Mr. W. V. Trammell, Merchants Credit Asso- 
ciation, 223 First National Bank Bldg. 


ALABAMA, MOBILE. 
Mobile Adjustment Co., 511 City Bank Bldg. 


CALIFORNIA, LOS ANGELES. 


Retail Merchants Credit Association, Inc., 
300 I. W. Hellman Bldg. 


COLORADO, DENVER. 
Chiles & Harrison, 613 Kittredge Bldg. Also 
handle collections in WYOMING and NEW 
MEXICO. 


CONNECTICUT, HARTFORD. 
Connecticut Credit Bureau, 415 Palace The- 
atre Bldg. 


CONNECTICUT, STAMFORD. 
C. W. Boyd, Secretary Merchants’ Credit 
Association. 


ILLINOIS, CHICAGO. 
Mr. Frederick L. Davies, Credit Reference 
Exchange, 35 S. Dearborn St. 


IOWA, DES MOINES. 
Credit Reference and Reporting Co., 312 
Crocker Bldg. 


KENTUCKY, COVINGTON. 
Credit Men’s Association of Northern Ken- 
tucky, Covington, Ky. 


LOUISIANA, NEW ORLEANS. 
Business Men’s Credit Bureau, 1919 Maison 
Blanche Bldg. 


MASSACHUSETTS, BOSTON. 
Credit Reporting Collection Company, W. S. 
Radway, Treasurer. 23 Beach Street. 


MASSACHUSETTS, SPRINGFIELD. 
Mr. Claude King, Pres. Beacon System, 
Phoenix Bldg., 307 Main St. 


MICHIGAN, DETROIT. 
Adjustments-Detroit, Ltd., Suite 714 Free 
Press Bldg. 

MICHIGAN, LANSING. 
Mr. M. H. Vogel, Sec’y and Mer. Business 
Men’s Credit Association, 357 Capital National 
Bank Bldg. 


MINNESOTA, MINNEAPOLIS. 
Mr. S. L. Gilfillan, Sec’y Minneapolis Asso- 
ciated Credit Exchange, Inc., 314 Nicollet Ave. 
MISSOURI, ST. JOSEPH. 


Snow-Church Collection Co., 116 Corby- 
Forsee Bldg. 


MISSOURI, ST. LOUIS. 
Associated Retail Credit Men, Chamber of 
Commerce. 


MONTANA, BILLINGS. 
Merchants Credit Association, Inc., H. W. 
Riley, Mgr., 206 Electric Bldg. 


MONTANA, LEWISTON. 
Mr. P. S. Gerlings, Suite No. 1 Empire Bank 
g. 


NEBRASKA, LINCOLN. 
The United Credit Bureau, 801 Terminal 
Bidg., L. H. Daft, Manager. 
NEBRASKA, OMAHA. 
The Adjustment Bureau, 208 Laflang Bldg. 
NEW JERSEY, CAMDEN. 
J. William Pennell & Company, 506-7 Com- 
monwealth Bldg. 
NEW JERSEY, JERSEY CITY. 
Great Eastern Collection Agency. 
Newark Ave. 


NEW JERSEY, TRENTON. 
J. William Pennell & Company, 506-7 Com- 
monwealth Bldg. 


NEW YORK, BUFFALO 
Retail Merchants Association, 701-16 Cham- 
ber of Commerce Bldg. 


NEW YORK, NEW YORK CITY. 
Mr. Herman Steinberg, 299 Madison Ave., 
at 41st St. 

NEW YORK CITY. 
Great Eastern Collection Agency, 1003 Mor- 
ton Building. 

NEW YORK, SCHENECTADY 
Shannon Mercantile Agency 
Offices 16-18 Ellis Bldg. 

OHIO, CINCINNATI. 
Mr. Ernest R. Gwinner, Mgr. The L. Roescher 
Collecting Co., Bell Block. 


OKLAHOMA, OKLAHOMA CITY 
Oklahoma City Retailers Association. A. D. 
McMullen, Secretary. 517 Baum Bldg. 


OREGON, EUGENE 
L. M. Travis, Eugene Loan & Savings Bank 
Bidg., 20 East Eighth St. 


OREGON, PORTLAND. 
Emmons & Emmons, 728-731 Morgan Bldg. 


PENNSYLVANIA, PITTSBURGH 
The Hickox System, 705 Bessemer Bldg. 


TENNESSEE, NASHVILLE. 
The James Sanford Agency. 


UTAH, OGDEN. 
Mr. M. Stewart, 
Bureau. 

WASHINGTON, BELLINGHAM. 

Edwin Gruber, 201-202 Bellingham National 
Bank. 

WASHINGTON, CENTRALIA. 

A. E. Heaton, 8-9-10-11 Centralia State Bank 
Building. 

WASHINGTON, SEATTLE. 

The Creditors Association, Inc., 324-7 Green 
Building. 

WASHINGTON, SEATTLE. 

Mr. A. R. Phillips, Pres. Asher Bros., Inc., 
430-1-2-3 Pioneer Bldg. 

WASHINGTON, SPOKANE. 

Merchants Collection Co., 731-732 Peyton 
Bldg. 

WISCONSIN, LA CROSSE. 

aaa Service Bureau, 314-15 Newburg 
g- 
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How an Up-to-Date Credit House Works 


BovERY one of 70,000 credit accounts in sight—that is the basis 
upon which the Friedberg Credit Jewelry Co., of Detroit, 
operates. 


Of course, reference to bulky ledgers, or to ordinary card indexes 
would eventually locate any account sought for; but up-to-date credit 
houses cannot tolerate embarrassing delays, so annoying to customers. 


The above illustration shows how these 70,000 credit accounts 
are visualized by a standard Rand Cabinet Index, consisting of Unity 
Tube equipment in Duplex panels, the accounts being alphabetically 
arranged. 


Seven times as fast as the old “‘hand-digging” card system— 
immeasurably faster than reference to the ledgers—Rand Visible 
Indexes afford the advantages of instantaneous finding at a minimum 
of cost. 


Rand maintains a special Installation Department which works 
so that business is never interrupted while installations are being 
made. The new system is turned over to you complete, in perfect 
working order. 


Get in touch with our nearest office and let 
them help you solve your credit problem 


RAND COMPANY, INC., _ vept. D3 North Tonawanda, N. Y. 


BRANCH OFFICES — New York, Chicago, Boston, Buffalo, Philadelphia, 

Detroit, Cleveland, Syracuse, Providence, Washington, Salt Lake City, San 

Francisco, Atlanta, Pittsburgh, Kansas City, Baltimore, St. Louis, Dallas, 

Minneapoils, Portland, Denver, Seattle, Spokane, Tacoma, Los Angeles 
and Honolulu. 


Business Control Thru 


VISIBLE RECORDS 








YOU PUT YOUR FINGER ON IT \ 
INSTANTLY—BECAUSE YOU SEE IT 

















